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This is one of a series presenting the following Peoria Life features: 


1—Live attractive pelicies to meet every need. 7—A Big Happy Family of Successful Agents. 

2—Life time contracts providing liberal commissions. 8—Total Abstainers insured at reduced rates. 

3—AIl premetions made from the ranks. 9—We work fer and with eur agents. 

4—Peoria Life men are trained for their work. 1¢—P. D. Q.—“Pelicies Delivered Quickly.” 

5—AIl death-claims paid in 30 minutes. 11—Satisfied Policyholders make Presperous Agents. 
6—We insure women on equa! terms with men. 12—Peoria Life Investments have their reets in the Earth. 


Success Talks No. 4 


Education is essential to any man who expects to 
avoid failure in the life insurance business today. 











Extensive provisions have been made for 
the education of Peoria Life men. We offer 
free of charge to our agents a most practi- 
cal, thorough course of instruction in the 
principles of life insurance and salesmanship. 
It may be safely stated that few companies 
anywhere emphasize the education of their 
agency force as strongly as does the Peoria 
Life, not only through our Insurance and 
Salesmanship Course, but also by frequent 
conferences and conventions; the monthly 
bulletin, a gold-mine of information for our 
ambitious agents; and the guidance of 
special men working side by side with our 
agents in the field. 


Peoria Life helps its men make good! 

















(Tm) GOOD CONTRACTS TO LIVE CLEAN AGENTS 


PEORIA LIFE INSVRANCE COMPANY” 























“They Are Building This Company 
As An Agent’s Company” 


At one of the recent $100,000 Club Conventions of this Company, 
one of our prominent General Agents said: 


““Ladies and Gentlemen: I have been in the Home Office 
of a big Company for more than 25 years and during this 
time I have had occasion to come in contact with the Home 
Offices of various Insurance Companies, in fact, most all 
of them. I know the personnel and organization of these 
Companies and it is my conclusion after being with the 
Missouri State Life only a very short time, that the biggest 
and greatest asset we have is not the wonderful policy con- 
tracts, the liberal A gency Contracts, the care of sub-standard 
risks, or any one of the numerous other advantages—but, 
our greatest asset 1s the service and co-operation we get 
from our Home Office and the Officials of the Company. 


“T have never before seen a Company so organized—so 
conducted. The Agent gets every possible help and is 
treated as the man who is doing the business. The Offi- 
cials are building this Company as an Agent’s Company 
and this is the reason they have made such wonderful pro- 
gress. They have given us the service and as a result we 
have written more business.” 


A spontaneous expression—just the result of his natural enthusiasm 
—the words of this General Agent are our best proof that we are 
succeeding in our endeavor to serve our Agents in every way possible, 
to help them broaden their field of operation, to help them make 
more money. 


There is room in our organization for well equipped leaders—drop us 
a line. 


MISSOURI STATE LIFE INSURANCE CO. 


M. E. Singleton, President Home Office: St. Louis 
The Utmost in Protection the 
LIFE ACCIDENT & HEALTH GROUP 
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Twenty-Fifth Year 


PLANS FOR CLEVELAND 


CONVENTION DEVELOP | 


Reservations Indicate Record At- 
tendance at September Meet of 
National Life Underwriters 


NAME LOCAL COMMITTEES 
Announce Reduction 
Fee and Reduced Transportation 
Rates From All Points 


in Registration 


Plans for the National Convention of 
Life Underwriters to be held in Cleve- 
Sept. being rapidly de- 
veloped. While the program 
yet been announced, it 
that Edward A. Woods, 
the committee handling it, has outdone 
himself in the practical character of sub- 
jects selected and recognized ability of 


land 5-7 are 


has not 
is understood 


chairman of 


speakers. 

The original plan was to finance the 
expense by a registration fee of $5, 
which included a copy of the Conven- 
tion Proceedings. It was seen, how- 
ever, that in effect this required every 
person who attended even a single ses- 
sion to purchase a copy of the Proceed- 
ings, a plan likely to result in consider- 
able duplication and _ dissatisfaction. 
Announcement has therefore been made 
that the registration fee is now fixed at 
$2 for each attendant who is engaged in 
the life insurance business. This does 
not apply to wives, daughters and other 
lady guests. 

All applications for hotel reservations 
are now being made through Clinton F. 
Criswell, secretary of Cleveland Life 
Underwriters’ Association, 317 Society 
for Savings building, Cleveland, O. 
Registration fee as described above 
should accompany the request. 

Secure Reduced Rates 


Delegates, especially those living at a 
distance, will be pleased to know that a 
special reduced rate of a fare and one- 
half for the round trip has been secured 
for practically all points in the coun- 
try with the exception of the New Eng- 
land states. In this territory no con- 
cession was granted, but persons 
coming through from Boston and other 
New England cities will receive benefit 
of the reduction for the remainder of 
the trip, as soon as they pass over the 
boundary of that territory. 

As all these reduced fare tickets must 
he validated at Cleveland before presen- 
tation for the return trip, it is fortu- 
nate that the Consolidated city ticket 
office which represents all railroads en- 
tering the city is housed in the Winton 
Hotel building, convention headquar- 
ters. 

A few accommodations are still avail- 
able at Hotel Winton, which will be 
convention headquarters, and ample 
Space is available at other nearby hotels, 
two of which contain 1,000 rooms each. 

The Cleveland Association is on its 
toes, and the executive committee has 
appointed the following committees to 
assist Everett M. Ensign, convention 
Manager, in helping make the three- 
day “show” a great success: 


'NOW HAS SECRETARY | PLANS FOR CONVENTION 


| 





| 


| WILL 


E. Bragg Will Give All His 
Time to New York City 
Life Men 


James 


NEW 
the executive 
Underwriters’ 
that in securing 
secretary the 
work “will now go forward in a fitting 
manner.” It intended not only to 
diligently prosecute all law violations, 
but to eliminate unethical practices 
upon the part of solicitors. A list of 
all persons licensed to solicit life insur 
ance within the metropolitan district is 
to be compiled. Once this be done an 
effort will be put forth to tone up the 
quality of the field men. Secretary 
Bragg, who bears the reputation of be- 
ing an effective public speaker and a 
close student of life insurance problems, 
has had practical experience as an in- 
surance salesman, having been identi- 
fied for some time with the Provident 
Life & Trust. The New York associa- 
tion had been considering the employ- 
ment of a permanent secretary for some 
time, Mr. Bragg finally being chosen as 
the most promising of the considerable 


YORK, Aug. 2.—Members 
committee of the Life 
Association of New York 
James E. Bragg 
organization, its 


feel 


as of 


1s 


number of men recommended for the 
post. 
Local Convention Committee 


Chairman, Walter H. Brown, managet 
advisory department Prudential; J. W. 
Pickard, Jr., superintendent of agencies, 
Mutual Benefit: R. A. Tuttle, general 
manager Midland Mutual; C. R. 
Walker, general agent Penn Mutual; 
William L. McPheeters, manager Union 
Central. 

Reception—J. J. 
agent Aetna. 


Jackson, general 


Registration—Otis E. Logan, Provi- 
dent Life & Trust. 

Admission—E. A. Darmstatter, Mas- 
sachusetts Mutual. 

Finance—John H. York, State Mu- 


tual. 
Expect Record Registration 


IMPROVE CONDITIONS | 


AGENTS MEET IN CLEVELAND 


Guardian Life of New York Arranging 
for the Annual Gathering of 
Agency Force 


YORK, Aug. 2 Ihe fourth 
convention of the field men 
the Guardian Life will be held at Cleve 
land, O., Aug. .17-18. Following the 
session, a one-day conference for man 
scheduled for the 20th. The 
Guardian selected Cleveland as a con 
vention city last February, and plans 
for the meetings were completed several 
months ago 
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However, when the change in the | 
plans of the National Association of 
Life Underwriters, whereby the na 
tional convention was. transferred from 
West Baden to Cleveland, was an- 
nounced, the thought suggested itself 


that the Guardian convention might be 
postponed two wecks, so that the ses 
sions would be held just prior to those 
of the National Association and thereby 
making it easier for the Guardian rep 


convention. 

Feeling that a change in dates would 
intimately affect the members of the 
Leaders’ Club, who will attend the con- 
vention as guests of the company, the 
company referred the matter directly 
to those who were expected to attend. 

From the replies which have been 
received, it was deemed inadvisable, at 
this late date, to change the original 


plans, because in many cases completed 


arrangements had been made by the 
members to be away from home during 
August. Quite a number had secured 
passage on steamers from southern 
ports and points on the Great Lakes, 
and reservations, hotel and railroad, had 
been made in practically all instances. 





Fraternals Must File By-Laws 


DES MOINES, IA., Aug. 2.—Attor- 
ney General Gibson of Iowa has handed 


| down written ruling to the effect that 


| the 


Judging from the number of hotel 


reservations requested, amounting al- 


ready to several hundred, it is believed | 


that the attendance will easily equal and 
possibly surpass that of last year, when 
1,600 delegates met in Boston. The 
final selection of Cleveland as the con- 
vention city seems to be meeting favor- 
ably with underwriters throughout the 
country. Lake breezes, through trains 
te all principal cities and ample hotel 
accommodations will undoubtedly be 
attractive factors in rolling up the at- 
tendance. And as the pioneer associa- 
tion in developing the full-time paid sec- 
retary plan, the Cleveland insurance 
men believe they have an organization 
that will be creditable assistance in han- 
dling local arrangements and helping 
make the visit of its guests equally 
pleasant and profitable. 





The Travelers’ Club of Milwaukee, an 
organization of the officials and field 
forces of the Travelers’, will be the 
guests of Thomas Fagan of Racine, gen- 
eral agent of the company in that terri- 
tory, on an outing Saturday, Aug. 6. 





the Iowa law intends that amendments 
to the by-laws of any fraternal insur- 
ance organization must be approved by 
insurance commissioner. 

In view of recent developments, the 
ruling is of utmost importance, for the 
insurance commissioner and the 
Brotherhood of American Yeomen are 
engaged in a war over the failure of 
the latter to submit by-laws adopted in 
June. The commissioner is opposed to 
a provision adopted which provides that 
members who do not come up to the 
“ideals” of the officers in the home office 
at Des Moines may be dropped from 
membership and another which pro- 
vides that secretaries of local lodges 
may be dropped by the general secre- 
tary, who shall name successors. 

The Yeomen claim they are not com- 
pelled to submit amendments to by- 
laws. Commissioner Savage claims they 
do and the opinion of the attorney 
general bears him out. 

There has been considerable bad feel- 
ing on the part of the Yeomen against 
Commissioner Savage since he made 
public a report severely criticizing the 
conduct of some of the officers and the 
methods of the organization some 
months ago. 


| business 





A BUSINESS CAREER 


John Newton Russell of Los 
Angeles, Addresses San 

Francisco Class 

MANY ADVANTAGES SEEN 

Some of the Features in the Work 


That Should Have An Appeal 
to Men 


FRANCISCO, CAI 
Jr., 
the 


SAN 
Newton 


Aug. 1 


Los 


\n- 
othce 
Life, 


insurance 


Russell, of 
home 
Mutual 


life 


geles, manager of 
the 


the 


of Pacific 


to 


agency 


spoke class in 
salesmanship in San Francisco last Sat- 


Mr 


to a 


devoted his 
lite 


He showed 


urday Russell atten- 


tion discussion of msurance 


the 


grown 


work as a career how 


of life insurance has 


; ; | during the last 50 years from compara- 
resentatives to also attend the national | 


tive insignificance 
the 
country. 


until today, it is one 


of three leading activities of this 


Coming directly to the point 
of issue he said: 
Various Types of Men 


The career of life insurance underwrit- 


ing calls for various types of human 
nature There are, however certain 
types of men who would not succeed 


in the business. It is no place for a lazy 


without 


man, a man ambition, a man 
who is looking for an easy place It is 
no place for a selfish man, an egotist, 
or an autocrat, It is no place for a 
weakling, nor is it a place for the dis- 
honest man. 

It is a career for men of keen minds, 
broad views, high ideals—the optimist. 
It is a career for men of courtesy and 
refinement,.men of sound judgment and 


capable of quick decision It 


for men of character. 


is a career 


Earnings of Underwriters 
It is not very many years since the 
agent who earned from two to four 
thousand dollars a year was considered 
a leader. As to the earnings of life un- 
derwriters today, here are some recent 
figures obtained direct from the com- 
panies. Fifteen hundred of the leading 
underwriters representing 30 of our 
largest companies, industrials excepted, 
during the year 1920, paid for a total 
of $719,418,400 of insurance, averaging 
$479,612 each. On the basis of a pre- 
mium of $35 and a commission of $17.50, 
the first year commissions amounted to 
$8,393.21 each. Surplus business placed 
with other companies on a ten per cent 


basis added $839.32. Renewal commis- 
sions of 5% for nine years upon the 
usual present value basis amounted to 


$3,357.28. Assuming very conservatively 
that the business of previous years av- 
eraged only $300,000 per year for five 
years, this additional renewal income 
amounted to $2,625, making a grand to- 
tal in earnings for the year 1920, ex- 
clusive of renewals upon surplus busi- 
ness, of $15,214.81 for each of the 1,500 
leading underwriters. 

There are about 100,000 life under- 
writers in this country and as would be 
expected their earnings per capita are 
a great deal below that of the average 
of the 1,500 leaders. These leaders have 
reached their present position only after 
years of conscientious toil, mental and 














JOHN NEWTON RUSSELL 


Home Office Manager Pacific Mutual Life 


Who Made Notable Address in 
San Francise 
physical, just as have the leaders of 


other professions. 
Earnings of Other Professions 


I have reviewed a number of published 
statements giving the average annual 
incomes of other professional men. The 
most liberal of them gives in round num- 
bers for the year 1920, as follows: 


Average Incomes of Professional Men 
in the United States in 1920 


NE oc san ciuecd en cede aeeeear $1500 
EMUPUESE owccercacsecsssseusees 1500 
COOPTUROR. cccccevessesesonvesia 1200 
College Professors ............ 1200 
WORGMOSD. <occcccrcicccceccesece 900 
Professors in Princeton Uni- 
WORE 6s 0c centswecetvtseesecse 2350 
RUGGED. 646 460040068468 048068 $1442 
Only 851 out of 150,383 Civil 
Service Executives earn 
BOG conse he e00s eweseeeteeres $2500 
The life underwriters of the Yale 


graduation class of 1906, during the suc- 
ceeding four years, earned fifty per cent 
more than the average of the class did 
in twenty other business and profes- 
sional vocations. I regret that I have 
not figures for the 1,500 leaders in the 
professions named. I am confident in 
such a comparison the life underwriter 
would lead. 

Edward N. Hurley, former chairman 
of the Federal Trade Commission. in a 
recent article said, “Out of the 250,000 
corporations that reported to the Federal 
Trade Commission, 100,000 showed no net 
income at all. Sixty thousand earned 
over $5,000 a year and 90,000 earned less 
than $5,000 a year. Nineteen out of 
every 25 corporations in business either 
earned nothing at all or earned only a 
fair sized salary of one good man.” 

Belteve in Education 

In other professions technical knowl- 
edge and college education are essential, 
but with us they are not absolutely 
necessary to success. To graduate as a 
lawyer or doctor, in addition to the or- 
dinary high school education, from three 
to five years in a law or medical col- 
lege are required. After graduation a 
professional office is opened and main- 
tained at considerable expense _ for 
a number of years before the young 
lawyer or physician has had sufficient 
practical experience, for it is to be con- 
sidered that he “has arrived” and is 
actually making a living. 

This summer school is positive evi- 
dence that we believe in education and 
preparation, I am confident the time 
is not far distant when an agent's state 
license will not be granted to an appli- 
cant until he has passed a satisfactory 
examination under state supervision or 
else shown his certificate of graduation 
from the Carnegie School or some other 
properly authenticated institution. 


Earns While He Learns 


But notwithstanding my belief in 
every possible assistance of an educa- 
tional nature, it is a fact that many 
of our leading life underwriters have 
reached the top only as the result of 
hard work and practical experience 
Only a few years ago a company’s rate 
book was about the only equipment 
given a beginner, while today most com- 
panies are provided with a correspon- 
dence school and many of the larger 





‘clients, 
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general agencies give continuous class 


and individual instruction. In this way 
the aspiring young life underwriter 
earns while he learns, just as I under- 


stand you are supposed to do while at- 
tending this class. This is as it should 
be. You are receiving technical knowl- 
edge combined with practical experi- 
ence. In addition to the instruction af- 
forded by the companies and general 
agencies there are numerous schools of 


salesmanship, lectures on psychology 
and kindred subjects, hundreds of 
books, and dozens of good publications 


on life insurance in general and particu- 


larly on life underwriting or salesman- 
ship. 
Ethics 

The life underwriters’ association, 
national and local, is a great help to 
the new agent. It lays much stress upon 
the ethics of the profession, co-opera- 
tion, boosting, etc. Every member of 
this class if not already a member of 
this most worthy institution should af- 
filiate with it at the first opportunity. 


The popularity of our work has been 
greatly enhanced through the adoption 
of life insurance by our federal govern- 
ment as the best means of family pro- 
tection for its soldiers and sailors. Forty 
billions of life insurance on four million 
hundred thousand  lives—more 
than the total amount in force with all 
the life insurance companies—was un- 
derwritten by the Government War Risk 
Bureau. The average amount of policies 
issued by the Bureau was $8,500, while 
that of the regular companies is about 
$2,800, showing our Government’s valua- 
tion of the average young man’s life. 


seven 


Thirty per cent of insurable males 
now carry insurance in legal reserve 
companies and several millions more 


carry protection certificates in fraternal 
orders. 
Dishonesty 


Life insurance is heartily endorsed by 
practically every right-minded business 
or professional man and woman of this 
country. In fact, so universal has this 
endorsement become, that for an insur- 
able head of the family to go unpro- 
tected through life insurance is con- 
sidered to be downright dishonesty, a 
cheat. Banks and trust companies are 
amongst our strongest endorsers. They 
have found life insurance the easiest 
and safest way to protect loans, estates, 
inheritance taxes, etc. 

There has been considerable discus- 
as to whether our vocation is a 


sion 
business or a profession. According to 
Webster, a profession is a calling in 


which one has acquired special knowl- 
edge to be used in instructing, guiding, 
or advising others. You are here to 
acquire special knowledge and when you 
have become proficient you will be ac- 
tive in instructing, guiding, or advis- 
ing your clients. Are we not, there- 
fore, engaged in a profession accord- 
ing to this interpretation? 


Life Underwriters 


It has also been discussed more or 
less as to whether we should be known 
as agents, solicitors, salesmen or un- 
derwriters. As a life underwriter I 
think we combine the salesman, the 
agent and the solicitor. We have marine, 
fire and bond underwriters; why not 
life underwriters? Our profession is 
worthy of a title that is distinct, strong 
and characteristic, rather than one that 
is common to many vocations. I hope, 
therefore, you will be proud to declare 
that you are engaged in the profes- 
sion of life underwriting. 


Clients 


. 

It is common practice for the life 
underwriter to refer to his “policyhold- 
ers.” What he really means is his 
“clients.” Business patrons are our 
just as much as they are of 
the attorney-at-law or patients of the 
physician. I urge upon you the ad- 
visability of always thinking, speaking 
and writing of your clients. 

If the life underwriting fraternity of 
this country will stand together in up- 
holding the ethics and high ideals as 
pronounced by the National Association 
of Life Underwriters we will soon be 
credited by the public as being on a 
par with either of the three great pro- 
fessions—ministry, law or medicine. 
The time will come when our clients 
will look to us, as they now do to their 
lawyer, for advice pertaining to their 
life insurance, present or prospective. 


High Ideals 


The leading professions named have 
attained their present high standing 
only through their own efforts in con- 
stantly working for high ideals and 
self-protecting ethics. As life under- 








UNDERWRITER 


we all must ever be found in 
the front ranks working for the ideals 
and principles that are dear to us. 

Life underwriting has many advan- 
tages over other professions. The un- 
derwriter requirea to furnish no 
capital other than his time. An un- 
limited amount of insurance is supplied 
by his company without charge, even 
for service. He does not have to sit 
in an office and wait for clients to call; 
he takes his business to them. His 
field of operation is practically without 
limit. He may establish a residence 
and begin operations at once amongst 
strangers, or without loss in renewal 
commission, he may remove to new 
fields. The law of supply and demand 
governs every business and profession 
as to profits or earnings. The demand 
for life insurance as in no other busi- 
ness is practically unlimited, being de- 
pendent largely upon the activity of the 
underwriter. 


writers 


is 


Independent And Lucrative 


of life underwriting 
independent and lucrative. 
to both the underwriter 


The profession 
is healthful, 
It is beneficial 


and the underwritten. 

The successful underwriter is or 
should be a man of affairs, interested 
in the political, educational, fraternal 


and commercial betterment of his com- 
munity, all of which will help him in 
his work. His profession will give him 
no cause for worry. He knows his com- 
pany is sound and that his “goods” are 
of the best. The hazards of commer- 
ical business do not concern him. His 
business and his income should con- 
stantly increase. 

It is sometimes said that life under- 
writers—the successful ones—are born 
not made, or that they are geniuses. It 
is true that some are endowed with 
more natural advantages than others. 
It is also true that whether one is so 
favored or not, it is a fact that our 
leaders have reached the top only as 
the result of hard work, stubborn 
tenacity, persistent application and a 
keen, enthusiastic interest in the work. 


Plodders 


The majority of new business of all 
companies is produced by underwriters 
who are generally known as “plodders” 
—those who are regular and syste- 
matic in their efforts, producing what 
is considered a normal or good average 
amount of business. They neither flash 
nor fail, but are dependable at all times 
for a reasonable production. Strive to 
emulate the plodder. When you have 
succeeded there is time for you to reach 
the highest pinnacle through the aid of 
any particular talents or advantages 
with which you may be endowed. 

The road to success has numerous 
pitfalls, such as discouragement, fear, 
financial embarrassment, sickness, lack 
of confidence, etc. Most of them can 
be overcome only through persistent, 
systematic, earnest, downright hard 
work, both mental and physical. 


Essential Qualifications 


In the conduct of your profession, 
here are a few essential qualifications 
I urge you to cultivate, if you are not 
sure that you already have them as a 
part of your character. First, be hon- 
est. “Honesty is the best policy”—an 
old adage that is thoroughly up-to-date 
in our business relations with the in- 
suring public. Be loyal and courage- 
ous. Have the courage of your convic- 
tions to dare and do. Otherwise you 
are whipped before you start. Be tact- 
ful and initiative—two of the greatest 
elements necessary for success. Tact- 
ful talk wins; tactless talk loses. Initia- 
tive is the mainspring that leads one 
on and makes him do things without 
waiting to be directed by another. Be 
initiative, original, be yourself, deter- 
mine to succeed upon your own re- 
sources. Be serious; the frivolous and 
indifferent character does not get far in 
our profession. Be ambitious, deter- 
mined and enthusiastic if you would be 
a leader. Enthusiasm arouses your tal- 
ents and puts them into successful op- 
eration. Be systematic. I know of no 
better prescription for the lazy, system- 
less man than “Plan your work and 
work your plan.” Work for yourself 
as you would for another under a sal- 


ary. Time is your greatest asset. Con- 
serve it. Be your own hard task-master. 
Embrace the opportunity to do more 


through your own industry. Rise above 
the average. W-O-R-K is the greatest 
word in the vocabulary of the life un- 
derwriter. It is the panacea for most 
of the failures in our profession. As 
manager of a general agency one of my 
most tiresome tasks is to listen to ex- 
ecuses for small accomplishments. When 
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of the 
work. 


analyzed, ninety causes 


are chargeable to 


percent 


lack of 
Some Suggestions 


After deliberate thought 
location ~ 


prosecution 


and 
permanent 
and for the 


careful 
decide upon a 
your residence 
of your chosen profession. With care. 
ful examination and due consideration 
select the company you deem best suited 
for you to represent in your selected 
field of operation, one that your ar 
convinced you can satisfactorily tie Dp 
with for life, remembering always t! 
“a rolling stone gathers no moss.” B 
gin your career with confidence and 
determination to succeed only along 
legitimate, ethical methods. 


Rounder 


The underwriter 
changes his location and company must 
necessarily weaken his standing. He is 
sometimes called a “rounder.” In former 
years he was identified as an “advance’ 
agent, dependent largely upon loans from 


who frequently 


various companies for his support. Stick 
to your company as you should to your 
family and your company will stick to 
and by you. Let your work commend 


you to your competitors as a cooperator 
Do not try to go too fast. A good pro- 
fessional reputation cannot be earned 
over night. Year by year only can you 
acquire through patience and hard work 
a reputation for honesty and dependahil- 
ity—an asset of great value. 

Be generous in offering service to your 
clients or prospective clients as well as 
to.the clients of your competitors with- 
out even a thought of compensation or 
attempted “switching.” 

Make friends by being friendly; be 
courteous and generous. Do your part 
in the activities of your local life un- 
derwriters association, and as soon and 
as often as you can afford it attend a 
National association convention. 

Subscribe for at least three life in- 
surance journals. Read the up-to-date 
books and the latest literature pertain- 
ing to life underwriting. Keep posted 
not only of the progress of your com- 
pany but of others active in your field. 

As you become successful you will 
have numerous alluring offers to join 
the ranks of other companies or to re- 
move to another field as a general agent 
You will be beseeched to engage in vari- 
ous promotion schemes or commercial 
enterprises where your apparent ability 
will make a fortune (?) for you. Turn 
a deaf ear to these siren calls. 

Stick where you are with the realiza- 





tion that when you have reached the 
heights your remuneration and _ your 
standing as an honored member of so- 
ciety will be quite satisfactory to you 


and yours, and to that end you all have 
my hearty good wishes. 


Agencies Are Prosperous 


That some agencies are not falling 
back in 1921 is evidenced by the list 
compiled by the Equitable Life of New 
York, showing a number of its impor- 
tant officers that produced a larger vol- 
ume of business during the first six 
months of 1921 than they did during the 
corresponding period of last year. Here 
are the fortunate agencies: 

Hartford, Conn.; F. E. Shall, Boston; 
Portland, Me.; Wilmington, Del.; New- 
ark, N. J.; Albany, N. Y.; R. W. Cleven- 
ger, Philadeiphia; C. M. Foster, Phila- 
delphia; E. O. Mosier, Philadelphia; R 
Bruce Taylor, Philadelphia; W. L. Drum- 
gold, New York City; C. J. Edwards, New 
York City; M. T. Flanagan, New York 
City; M. T. Ford, New York City; D 
Goldberger, New York City; A. A. Har- 
ris, New York City; J. T. Haviland, New 
York City; H. H. Pennock, New York 
City; Prosser & Homans, New York City; 
J. N. Ryan, New York City; F. Straus, 
New York City; J. W. Tice, New York 
City; C. H. Wight, New York City; Wash- 
ington, D. C.; Atlanta, Ga.; Roanoke, 
Va.; Wheeling, W. Va.; V. C. Curtis, Chi- 
cago; P. L. Girault, Jr., Chicago; W. M. 
Hammond, Chicago; Alfred Holzman, 
Chicago; L. H. Kellogg, Chicago; E 
Wallerstein, Chicago; Indianapolis, Ind.; 
Terre Haute, Ind.; Duluth, Minn.; Kansas 
City, Mo.; Columbus, Ohio; Los Angeles. 
Cal.; San Francisco, Cal.; J. W. Fike. 
Denver; Portland, Ore. 





Attorneys are investigating the record 
of the new teachers’ retirement fund law 
passed by the Wisconsin legislature ré- 
cently, and a test suit will be started at 
Madison, it is announced. The new 1a¥ 
will be tested largely because it involves 
an increase in the state income tax . 
one-sixth, in order to provide $1,000,00 
a year as state support for the fund. 
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FEATURES BROUGHT OUT 
IN THE DENVER CASE 


Some Interesting Sidelights On 
Decision Regarding the 
Mountain States Life 


LICENSE NOW RESTORED 


Company Found Not to Have Violated 
the Injunction of the State In- 
surance Department 


BY CYRUS K. DREW 
Editor Insurance Report 


DENVER, COLO., Aug. 2.— The 
court ruling whereby the Mountain 
States Life had its license restored in 
Colorado in no way affects the real con- 
troversy that has waged for months 
around this company’s original plans. 
The court rejected consideration of all 
matters relating to life insurance prac- 
tices and supported the ruling, actually, 
on the fact that the commissioner had 
failed to make out proof of its insol- 
vency. 

The court refused to consider the 
charges that the original incorporation 
was defective and irregular. While con- 
ceding that such irregularities doubt- 
less existed, the court said that they 
had been made proper by action of 
Commissioner Wilson himself and by 
his predecessor, the latter having, it will 
be recalled, re-licensed the company on 
May 18 of this year. The court re- 
fused to go behind that act of approval 
of the first incorporation papers. 

Issue Is Sale of Stock 


As to the one real issue involved in 
this action, the question of the sale of 
stock as an inducement to the taking 
out of life insurance, here again the 
court did not feel called upon to ex- 
press an opinion, owing to the fact that 
there was undisputed evidence intro- 
duced to show that the company no 
longer employed, that method in its 
cperations. The court said that since 
the sale of stock had been abandoned 
as first proposed and the two sales, that 
of stock and life insurance no longer 
went together in its plans, there was 
no issue before the court respecting its 
insurance operations. 


Stock Selling Agency Divorced 


This change of plan was achieved in 
May by the department’s action, and 
was the crowning effort of life men 
who had been fighting this practice 
since the inception of the company. It 
consists of a divorce of the selling 
agencies, the stock to be sold by a fiscal 
agent and the life company to use an 
entirely different set of agents to sell 
life insurance. It had just been put into 
effect when Commissioner Wilson, sus- 
pecting it to be a subterfuge, used this 
supposed violation of sections 55 and 56 
as one of the several causes for revok- 
ing the company’s license in June. The 
commissioner failed to present any evi- 
dence that this separation plan had been 
violated, so the court ruled that the 
company’s change of plan must be ac- 
cepted as proof of its having abandoned 
the use of stock as an inducement to 
the sale of life insurance. 

Inasmuch as this one matter was all 
that the life men actually had by way 
of censure against this company, the 
Tuling is regarded as satisfactory, be- 
Cause it carries the implication through 
4 court decision that this company has 
legally established the separation of the 
two ideas and must therefore be sub- 
jected to supervision in support of that 
theory. 

Charge of Insolvency 


The third and last question before 
the court related to the charge of in- 











PLANS FOR PROGRAM 





AMERICAN LIFE CONVENTION 


Tentative List Is Scheduled for the 
Annual Meeting To Be Held in 
Indianapolis 


Secretary Thomas W. Blackburn of 
the American Life Convention has an- 
nounced the tentative program for the 
sixteenth annual meeting to be held in 
Indianapolis, Oct. 5-7. The Legal Sec- 
tion will meet in Indianapolis Oct. 3-4. 
The convention headquarters will be the 
Claypool Hotel. The program as al- 
ready arranged for is as follows: 


Wednesday, Oct. 5 


Addresses of Welcome by Governor of 
Indiana, Mayor of Indianapolis and In- 
surance Commissioner with response by 
a member of the convention. 

Annual Address of the 
Charles G. Taylor, vice-president 
actuary, Atlantic Life, Richmond, Va. 

Address—Charles Jerome Edwards, 
manager, Equitable Life, Brooklyn, N. Y. 

“The Part Time Agent—His Place in 
the Business”—R. W. Stevens, vice-presi- 
dent, Illinois Life, Chicago. 

“Reciprocal and Retaliatory Laws— 
Why and When”"—Francis V. Keesling, 
vice-president and counsel, West Coast 
Life, San Francisco. 

Evening—Executive session. 


Thursday, Oct. 6 


Address by a distinguished citizen of 
the United States whose name will be 
announced later. 

“The Actuary’s Function in Drafting 
the Life Insurance Contract.”—Lawrence 


President— 
and 


M. Cathles, vice-president and actuary, 
Southland Life, Dallas. 
Address by a leading actuary on a 


topic to be announced later, 

“Policy Loans”—J. B. Reynolds, presi- 
dent, Kansas City Life. 

Address by one of the strongest finan- 
ciers of the country, name and title to 
be announced later. 

Round Table Discussion—H. B. Arnold, 
vice-president and counsel, Midland Mu- 
tual Life, Columbus, O., presiding. 

“Relations Between Companies and 
Public Officials’—Henry F. Tyrrell, 
Northwestern Mutual Life. 

“The Problems of Insurance on Under- 
Average Lives’”—Charles H, Beckett, ac- 
tuary, State Life, Indianapolis, Ind. 

“Additional Accidental Death Benefit” 
—W.N. Bagley, assistant actuary, Trav- 
elers. 7 

“Farm Mortgages vs. City Mortgages 
—A. F. Moore, secretary, Michigan Mu- 
tual Life, Detroit, Mich. 

“Practices as to Notifying Applicants 
for Life Insurance of Rejection or Post- 
ponement”—O. J. Arnold, secretary, Illi- 
nois Life, Chicago. 

Friday, October 7th 

Closing session at which there will be 
probably but one address by a represent- 
ative business man followed by the busi- 
ness session. 








solvency. The company showed that it 
actually owed no unpaid debts and had 
a small net surplus. The actuaries used 
by the state differed with the company, 
showing a small impairment of capital. 
The court gave the company the bene- 
fit of the doubt, which is all right, no 
kick about that. It is now up to the 
company to resume operations under a 
complete and honest separation of stock 
selling from life insurance selling. If it 
violates the agreement and the court’s 
presumptive approval of that separation 
it will be up to Commissioner Wilson 
to get busy. Meanwhile the disposition 
in life insurance circles at Denver is 
to give the company a fair show on its 
new plan. 
Commissioner Wilson Commended 


A most satisfactory angle of the 
court ruling was a compliment to Com- 
missioner Wilson for his zeal in this 
case and an expression by the court 
that he had not been improperly swayed 
by outside influences. This disposes of 
the tirades employed by company’s 
counsel that Commissioner Wilson used 
contemptible and rascally tactics and 
that he was the tool of the company’s 
rivals. The court stated that the com- 
pany deserved commendation for its 
acquiescence in all the demands made 
on it by the insurance department. 


LIFE INSURANCE EDITION 


ILLINOIS LAW IS AMENDED 


Some of the Ambiguities Are Cleared 
Away by the Passage of Recent 
Measure 


House Bill No. 700, which passed the 
Illinois legislature and was signed by 
the governor, not only corrects a defect 
in the insurance law that was brought 
out in the famous Monahan case, but 
goes further and clears up ambiguities 
that may arise because of the inclusion 
of double indemnity and total disability 
clauses in life insurance policies. 

In the Monahan case the assured died 
before the end of the contestable period. 
The Illinois supreme court held that un- 
less a company took action to contest a 
policy during the contestable period, 
whether a man was living or dead, it 
could not contest it after the period had 
elapsed. In other words, if a policy was 
incontestable after one year and the as- 
sured died at the end of seven months 
but the estate did not bring suit until 
eight months thereafter, a life company 
could not contest the policy because 
the contestable period had elapsed and 
no action was taken during that time. 
The rights were not fixed at death. 
House Bill 700 amends the law so that 
a life company is at liberty to contest a 
policy only during the lifetime of the 
assured. In other words, when a pol- 
icyholder dies within the contestable 
period all rights are established at that 
time. 


Double Indemnity and Disability 


There has been some doubt in the 
minds of life underwriters as to what 
extent the life insurance statutes apply 
to double indemnity and total disability. 
For instance, the law states that both 
these features shall be considered as 
part of the life insurance contract. In 
the absence of specific language do the 
incontestable clause, the military clause 
and so on, apply to the disability and 
double indemnity features of the life 
contract? That is, do the disability 
provisions become incontestable after a 
year the same as the life insurance end 
of the contract? These questions are 
liable to arise in any state. Under the 
new Illinois statute the life insurance 
provisions such as incontestability, mili- 
tary service and similar clauses are 
made to apply only to the life insur- 
ance part of the contract and not to the 
accident or health sections. This clears 
up the situation, therefore, so far as 
Illinois is concerned. 


Rights Under Disability Clause 


Another issue has been brought up in 
regard to the total disability clause. 
Suppose, for example, that an assured 
made claim under the total disability 
clause and the company denied liability 
on the ground that he was not perma- 
nently disabled. He died in two or 
three years time from the cause men- 
tioned in his application papers for dis- 
ability. This would be very positive 
proof that he had incurred this ailment 
which was deadly. Can the estate or 
beneficiary demand that the company 
in addition to the face of the policy pay 
the annuities that would have become 
payable had the company acknowledged 
liability? This inquiry is made by a 
company who now has a case of this 
kind before it. 


Woodmen May Move 


It is reported that the headquarters 
of the Columbian Woodmen may be re- 
moved from Atlanta, Ga., in the near 
future and transferred to Memphis, 
Tenn., or Jackson, Miss., this report 
following an announcement of the 
merger of the Mississippi and Georgia 
branches of that fraternal. A move 
from Georgia is highly desirable on ac- 
count of the heavy taxation of fraternals 
in that state, no such tax being charged 





in either Tennessee or Mississippi. 





MEDICAL DIRECTOR 
TALKS TO AGENTS 


Dr. J. W. Fisher of the North- 
western Mutual Gives Some 
Interesting Facts 


URGES HEALTH SERVICE 


Tells Field Men That They Can Render 
Great Aid to the Public 
Work 


MILWAUKEE, WIS., Aug. 2.—Dr. 
J. W. Fisher, medical director of the 
Northwestern Mutual Life, in his talk 
before the agents at their meeting, said 
that the medical department cannot al- 
financial worth, 


and standing in reaching a correct con- 


ways rely on income 
clusion as to the insurability of a risk. 
An undesirable over-insured risk is not 
to agency, he said. 
Longevity in the family record in both 


an asset an 


light and heavy classes has proved an 
important factor. The Northwestern 
Mutual, he said, has fully demonstrated 
the value of the sphygmomanometer in 
examinations. It not alone enables an 
examiner to eliminate the undesirables, 
but affords the company an opportunity 
to accept some risks which otherwise 
would be rejected. Continuing further, 
Mr. Fisher said: 


Total Abstinence Risks 


“For many years the press, and espe- 
cially the insurance journals and life 
insurance solicitors, contended that the 
mortality was higher on total abstain- 
ers than on moderate users of alcoholic 


stimulants. Data confirms the results 
reached in both the specialized and 
medico-actuarial investigations. Time 


alone can reveal what will be the final 
outcome of the present prohibition agi- 
tation with the stock on hand and the 
home brew. We have thus far seen but 
little improvement in the habits in the 
use of stimulants among applicants for 
life insurance. 

“You can do much in your respective 
locations to aid the American society 
in its work for the prevention and treat- 
ment of cancer. Deaths from tubercu- 
losis in this company are one-half in 
1920 of what they were in 1906. There 
has been a great decline in the United 
States of deaths from this disease since 
1907. 

Health Protective Machinery 


“You who reside in localities with 
inefficient health protection service can 
do much for humanity by using your 
influence to assist in the establishment 
of health protective machinery. A 
reputation, furthermore, as a_ public- 
spirited citizen is a desirable asset for a 
life insurance solicitor to possess. 

“The subject of occupation in a com- 
pany which does not do a substandard 
business presents many difficulties when 
attempts are made to _ formulate 
equitable rules for the guidance of so- 
licitors as there are so many elements 
entering into the proposition. It has 
been the policy of the Northwestern to 
formulate general rules covering medi- 
cal impairments and occupations and to 
leave some discretion in selecting the 
exceptional cases in certain well-defined 
classes. For instance, in the class of 
common laborers, suitable only for in- 
dustrial companies or companies who 
do a substandard business, there are ex- 
ceptional cases and in this country of 
opportunity the intelligent, progressive 
individual, especially at the younger 
ages, will not long be content to re- 
main at menial labor. And so it is in 
many occupations in which no special 
hazard is involved. 

“Years ago we started a record of 
examinations in all approved cases 
made by a regularly appointed examiner 
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of the company who was the family 
physician of the applicant. Recently 
furnished mortality shows this class to 
be several points better than the general 
average mortality of the company for 
the same period. This speaks well for 
the integrity of the man whose duty 
lies in one direction and his sympathies 
in another. My 35 years’ business rela- 
tion with about 20,000 medical examin- 


ers has strengthened my belief that the | 


members of the medical profession will 
compare favorably, man to man, with 
that of any other profession or class. 
As to relations between examiner and 
solicitor, a frank understanding is the 
most effective method of dispelling mis- 
understandings.” 


August Is “President’s Month” 


The West Coast Life agency force 
is working during the month of 
August to honor Vice-President Helser, 
who celebrates his birthday on the 15th 
of the month. The “Helser Month” 
campaign has been started during Mr. 
Helser’s absence on his annual vaca- 
tion, which is taking him into the Cali- 
fornia mountains. At the close of the 
month he will be presented with a 
souvenir showing the number of appli- 
cations and the agents who have con- 
tributed to the success of the event. 
This presentation will be made at the 
company’s Century Club convention, 
which will be held in San Francisco 
Sept. 1-2- 





Allots Large Mortgage Loans 


The Metropolitan Life has authorized 
mortgage loans aggregating over $5,- 
000,000. Of this amount, $3,800,000 is 
to go to cities and $1,200,000 to farms. 
Of the city loans $3,540,000 are housing 


loans for dwellings and apartments 
consisting of 197 dwellings and 40 
apartments. Loans authorized in New 


York City for 105 dwellings amounted 
to $702,500 and 33 apartments $2,450,- 
000. 
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| Novel Method Used he 
Union Central Agent 
In His Advertising 


HE John L. Shuff Agency of the 

Union Central at Cincinnati has 
adopted a novel method of advertising 
life insurance. 

The Shuff agency is on the eleventh 
floor of the Union Central Building. 
Just inside the main entrance of the 
building is a gray colored glass which 
has running across it some striking ad- 
vertising copy, presenting a few words 
at a time. 

The sentences as they appear. in red 
letters on the gray glass screen are as 


follows: 
“THEY SAY THAT MONEY 
TALKS. - - - DOES YOURS SAY 


GOOD-BYE? - - - SOME DAY YOUR 
HEART WILL STOP BEATING. 
- - - BUT YOUR FAMILY’S APPE- 
TITE WILL KEEP RIGHT ON. - 
HAVE YOU PREPARED FOR 
THAT EVENT? - - - REMEM- 
BER ONE THOUSAND DOLLARS 
AT SIX PERCENT INTEREST 
WILL PRODUCE LESS THAN 
SIXTEEN CENTS PER DAY. 
LIFE INSURANCE WILL MAKE 
AVAILABLE INSTANTLY FOR 
YOUR FAMILY, WHAT YOU 
PLAN TO SAVE FOR THEIR FU- 
TURE WELFARE. - - - BUYING A 

I 

I 


T 
zIFE INSURANCE POLICY IS 
1E MOST UNSELFISH ACT OF 
MAN’S LIFE. - - - COME TO THE 

EVENTH FLOOR AND LET US 
HOW YOU HOW TO EXPRESS 
YOUR LOVE FOR YOUR FAMILY 
IN DOLLARS AND CENTS AND 
AT THE LEAST COST TO YOU. 
--- YOURS SINCERELY 
JOHN L. SHUFF - - - GENERAL 
AGENT---HOME OFFICE 
AGENCY - - - UNION CENTRAL 
LIFE INSURANCE COMPANY 
CINCINNATI, OHIO.” 
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| them to the papers. For example, he 
} secured a front page story announcing 


Using the Pesers Ser 
| the writing of three $100,000 policies on 
the lives of three officers of one of 


Greater Publicity in 
local concerns. When 


° Evansville’s 
Life Insurance Work | there is some new departure that is of 
public interest, Mr. Ortmeyer gets it in 


H. ORTMEYER, district agent | 
. of the Northwestern Mutual | the paper. The other day, for example, 
Life at Evansville, Ind., gave his expe- | in Evansville, he secured the story of 
rience in advertising in the local papers | the administration of an estate where 
s the cana : “<. the fact was featured that the deceased 


at the agency meeting. He runs an “ad” 
every day known as a reader advertise- | 
ment. It contains the name of a prominent 
policyholder in the locality and simply | 
states that this policyholder carries 
Northwestern Mutual Life insurance. 
Mr. Ortmeyer’s name as district agent 
is attached. The policyholder’s name 
is changed daily. He has the name of 
one of his sub-agents attached to the 
advertisement at times instead of his 
own. A number of local people carry- 
ing Northwestern Mutual policies re- 
quest him to use their names. 


had left $20,000 life insurance with pay- 
ments continuous through 20 years to 
two surviving children. 

He suggested the cultivation of the 
city editor of the daily papers so that 
he can be supplied with real human in- 
terest incidents. No matter should be 
sent in unless it is of general interest 
Mr. Ortmeyer said that he had found 
that the city editors are appreciative of 
suggestions of this kind. 


Getting at the Fundamentals 


The the fundamentals of liie 


Mr. Ortmeyer takes advantage of more 
human interest stories and” supplies | insurance are understood by the gen- 
eral public, he declared, the better ap- 
= — =| preciation the general public will hav: 
This copy is made to appear con- Continuing he said: “In these days 
tinually moving across this screen by when men are being shocked into a 


keener sense of the real values of - 


means of a motion advertising machine. 
life insurance should be regarded : 


This machine has a_ light focused , - d 
through a red or ruby lens, the light | Property holding second to nothing cls 
passes through a film which is itself from the standpoint of real intrinsic 

value. As life men we should neglect 


colored so it is opaque but which has 
this lettering cut in it. After the light 
passes through this film the letters or 
words are focused on the glass screen 
and as the film passes before the lens 
the sentences appear to move across 
the screen in the order that you would 
read it. The film is endless and is oper- 
ated by an electric motor and the ap- 
paratus does not require attention but 
automatically adjusts the film to start 


no opportunity to give the public the 
facts. To my mind one of the most ei- 
fective methods is to encourage all pos- 
sible publicity featuring the many inci- 
dents that illustrate the romance, th: 
vital human contact, the practical benei- 
icence and the unequaled solidity of lit 
insurance.” 


the copy all over again. Vice-President G, S. Nollen and Gen- 
eral Sales Manager E. W. Nethstine of 

The idea when it is carried out will | the Bankers Life of Des Moines are 
have a large size reproduction of a life | making a tour of all the western 
policy resting upon an easel with this | agencies and are holding a_ school of 


at each branch office of the 
complete their 


instruction 
company. 
itinerary 





screen for reproduction of the copy ap- 


They’ will 
pearing right in the face of the policy. 


about Aug. 10 














Lincoln, Nebraska. 


GENTLEMEN: 


maturing today. 


the twenty years. 


policy with your Company. 


To certify that I have been well pleased with settlement and policy, 
I am also carrying a policy for my children with your Company. 


Home Office: 


Assets .. . 


Hanover, Kans., May 21, 1921. 


The Old Line Bankers Life Insurance Company, 


Very truly yours, 


HENRY A. IMHOFF. 


BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Lincoln, Nebraska 


I the undersigned herewith acknowledge payment in full of $1,488.98 on my 
$2,000.00 policy No. 8997 that I have carried with your Company for twenty years and is 


My yearly premium was $56.90 making a total in the twenty years of $1,138.00, you are 
paying me $350.98 more than I have paid and in addition I had protection for $2,000.00 during 


I have started another 


Thanking you very kindly for your promptness in this transaction, I beg to remain 


If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 





$19,000,000.00 


TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


Name of insured........ Harry A. Imhoff 
Residence.............. Hanover, Kansas 
Amount of Policy......... . $2,000.00 


Total Premiums Paid...... a . $1,138.00 


SETTLEMENT 


Total cash paid Mr. Imhoff..... $1,488.98 
And 20 Years Insurance for nothing. 








_— 







































4, 1921 


ple, he 
yuNCcing 
icies on 
one ot 

When 
at is of 
ets it in 
xample, 
tory of 

where 
eceased 
ith pay- 
rears to 


of the 
so that 
man in- 
ould bi 
interest 
d found 
ative of 


lite 
he genu- 
‘tter ap- 
ill have 
se days 
into a 
: of lite 
led as a 
ling else 
intrinsic 
neglect 
iblic the 
most ei- 
all pos- 
ny inci- 
nce, the 
al benei- 
ty of lif 


of 





wes t 
chool of 
‘e of the 
te their 


__| 




















August 4, 1921 


THROWS FANCY TITLES 
INTO WASTE BASKET 


Best 








“Life Insurance 
Designation for the Man 


In the Field 


Agent” 


ROY HUNT EXPLAINS PLAN 


American Central Vice-President Ob- 
jects to Gold-Handled Appellation 
for Rate Book Men 





Vice-President Roy A. Hunt of the 
American Central announces that the 
company is getting rid of high sound- 
ing titles for field representatives that 
mean little or nothing. 
years ago field men felt that they had 
to have some fancy title in order to at- 
tract attention. Owing to the old preju- 
dice against life insurance agents, field 
at the word 
that 


He says a few 


‘agent,” 
being 


men have shied 


they feeling they were 





ROY A HUNT 


Vice-President American Central Life, 
Whe Is Eliminating High- 


Sounding Titles 


placed in the same class as lightning 
rod agents, sewing machine agents, 
book agents and so on, being in the 
house-to-house semi-peddler group. 


Selling an Idea 


the fact that 
has entered more and 
more into life insurance, Mr. Hunt 
holds that the life insurance agent 
takes his stand among the very best 
men of the community. He declares 
that s.lesmanship in life insurance is 
the same type of salesmanship which is 
employed by the successful lawyer or 
by the eminent preacher or by that 
type of salesman who sells himself and 
his idea to the public in any walk of 
life. Selling life insurance, Mr. Hunt 
points out, means selling an idea. The 
man who secures an application for 
‘ite insurance is more than a salesman. 
He might be called a missionary. He 
could be called an educator. Mr. Hunt 
avers that he could be more appropri- 
ately termed a counselor. Certainly he 
iS more than a salesman. 


Acts of Attorney-in-Fact 


. Mr. Hunt asserts that the title “life 
msurance agent” means literally that 
the man is the agent in every sense of 
the word, not only to take the order 


Owing to scientific 


salesmanship 





om to collect the first premium, see 


lat the contract itself is consummated 
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by the examination of the prospect, | title of agency manager who had no | 


that delivery of the policy is made and 


that the proper papers are completed. | 


If there be necessary amendments or 
other forms to be signed it comes 
within the duty of the agent to see that 
this is properly done. This, declares 
Mr. Hunt, is no part of salesmanship. 
These acts are those of an attorney in 
fact. Therefore, Mr. Hunt feels a man 
should be proud to announce himself 
as a life insurance agent. He said that 
Henry B. Rosen, the star New York 
life solicitor in New York City, who 
pays for over $20,000,000 of personal 
business a year, calls himself a life in- 
surance agent. Edward A. Woods of 
Pittsburgh, distinguished manager of 
the Equitable Life of New York, is pri- 
marily a life insurance agent, because it 
is his ability as a life insurance agent 
that makes his other title possible. 
Get the Title of “Agent” 


Mr. Hunt said that in years gone by, 


it was the habit of the American Cen- | 
tral superintendents and field represen- | 


tatives to plaster their field with agency 
managers’ contracts. A man carried a 


experience in the business and 
had no intention of building an agency 
for himself. Mr. Hunt said that the 
company has changed the title of every 
field man who has been operating un- 
der the title of agency manager, but 
who was not in fact organizing an 
agency to the good old time honored 
and ever to be respected title of “agent.” 

Mr. Hunt says, “Our sales plan is 
for the sale of an idea and contemplates 
a broad conception of the term by the 
agent in the field, so that when he goes 
forth as a salesman of life insurance, he 
regards himself not as the commercial 
salesman who is merely an order taker, 
but in that larger sense of a salesman 
who creates in the mind of his prospect 
the desire and then satisfies the neces- 
sity by himself created.” 


Edwin H. 
member of 
agents of the 


Fulton, of St. Louis, and a 
Fulton & Fulton, general 
Missouri State Life, visited 
Milwaukee during the past week. He 
joined James A. Fetterly, veteran Mil- 
waukee newspaper editor, and now spe- 
cial agent for the Great Northern Life, 
formerly a “side-kick” in the industrial 
field. 
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WILL PUSH FOR’ BUSINESS 
Mountain States Life Will Now Reor- 
ganize Its Forces 


DENVER, COLO., Aug. 2.—Now 
that a clean bill of health has been 
given the Mountain States Life of this 
city by Judge Bouck of the district 
court, the company will reorganize its 
agency staff and then start on active 
work. It has written $2,000,000 of life 
insurance since it started. General 


Counsel L. E. Hubbard said that it ex- 
pects to write new insurance at the rate 
of $1,000,000 a month. Judge Bouck in 
commenting on the company said 
“Whatever defects and laxity may have 
existed in the past, the evidence clearly 
shows that the officers and representa- 
tives of the company studiously tried to 
conform to the requirements made from 
time to time by the commission. They 
made all changes lawfully demanded. If 
improper inducements were made to 
policyholders, these practices ceased as 
soon as the commissioner ordered them 
to cease. 
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A Hard Times Business 


James F. Oates of Hopart & Oates of 
Chicago, general agents of the Nortu- 
WESTERN Mutua Lire, in commenting 
on general business conditions recently, 
spoke about life insurance being par- 
ticularly a hard times business. The 
very conditions of the day create an 
argument for insurance that greatly out- 
weighs the arguments presented in 
prosperous times when men are doing 
so well that they do not feel the need 
of protection. 

Mr. Oates emphasized the really big 
arguments today for life insurance. The 
protective features of life insurance 
stand out with greater prominence dur- 
ing periods of financial and business de- 
pression. The way is open for oppor- 
tunities to the life insurance man when 
times are dull that he cannot find when 
there is general prosperity reigning. 
Mr. Oates believes that much can be 
done at the present time to reduce the 
depressinge effect on the life insurance 
business to a minimum. In the first 
place, a man’s fighting spirit must be 
aroused. He should have known long 
ago that the conditions last year would 
not continue indefinitely. Each individ- 
ual, said Mr. Oates, must feel a sense 
of personal responsibility for preserv- 
ing the morale of the fighting army. 
A simple program should be used dur- 
ing the balance of the year. What is 
this program? Mr. Oates answers it 


as follows: 


I will use a homely illustration: There 


is a certain lunch counter near the 
Reckery Building in Chicago. Last year 
it had the old fashioned rectangular 


counter surrounded by stools. In the 
enclosure waitresses and helpers, men 
and women, kept stepping on one an- 


other in the mad rush of the noon hour. 
The service was anything but efficient. 
It was a perfect example of lost mo- 
tion and wasted energy. The place was 
closed this spring for three months and 
recently reopened. On one side of the 
room there is a large serving counter to 
which patrons go and put in their or- 
ders, after which they retire to com- 
fortable chairs with large arms. In- 
stead of a mad scramble of attendants, 
only a few are to be seen, and prin- 
cipally the few at the serving counter. 
Everything is orderly. Meanwhile the 
prices have come down substantially. On 
inquiry I found that in order to do their 
part in meeting the new conditions and 
to help in the readjustment, this con- 
cern applied the principles of scientific 
management in an effort to reduce the 
lost motion. Where it took from fifty 
to sixty attendants in the old days, less 
than twenty are required now to han- 
dle the business. The reduction in over- 
head has been so great that it has made 
possible a substantial reduction in prices. 

Is there not a lesson in this for us? 
Who will deny that on the average, life 
insurance agents are not more than fifty 
percent efficient? It is agreed that there 
is no business in which there is more 
lost motion or wasted energy than ours. 
The individual successes are those men 
who have been smart enough to apply 
the principles of scientifiC management 
to the use of their own time. I am not 
now speaking of a field force that is 
100 percent efficient, but I am here to 
make the point that if the average agent 
would apply these principles to the use 
of his own time for the balance of 
1921, it is inconceivable that his effi- 
ciency should not be increased from one- 


third to one-half at least and if this 
program were followed diligently the 
aggregate increase would be simply 


enormous and we would come to the end 
of the year not only satisfied with the 
production for 1921, but not in the least 
disturbed about the effect of general 
business conditions. 


Must Show a Willingness 


Vice-PresiveENT Rovert D. Lay of the 
Nationa Lire, U. S. A., states that his 
experience and observation show him 
that it is highly nécessary for a pros- 
pect to show a spirit of willingness to 
consider life insurance. Mr. Lay states 
that the prospect should be made to 
commit himself to at least an inclina- 
tion to consider life insurance. His 
mind must be turned in the right direc- 
tion. Little can be done unless the pros- 
pect does show some interest and 


evinces an inclination to favor the plan 
that the agent is suggesting. He must 
be willing to listen attentively to what 
the agent says, even as Mr. Lay puts it, 
even if an abstract proposition. Unless 
an agent get the prospect in the right 
frame of mind the best arguments will 
amount to nothing. As Mr. Lay puts 
it, “You cannot inject your belief in 
life insurance ‘into the mind of a pros- 
pect unless you get the door open. Do 
that and your sale is 50 percent made.” 


How Do You Find Business ? 


One of the life insurance companies 
on the front of his agency bulletin 
asked this question, “How do you find 
business?” The usual answer, of 


course, would be, good, bad or fair. 
Instead the life company answers the 
question in this fashion: 
after it.” 

That, after all, is the secret to a large 


“By going 


extent of insurance soliciting. Nothing 
is gained by not working. If business 
is not favorable, then it can be im- 
proved by seeing more people in a 
serious way and laying before them the 
merits of different lines of insurance. 
What we all want to do is to take the 
work cure these days and the returns 
will be most gratifying. 
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At the meeting of the board of direc- 
tors of the Northwestern Mutual Life 
there was no change in the official per- 
sonnel other than Henry F. Tyrrell, 
who was made legislative counsel. Mr. 
Tyrrell is one of the best known men 
in insurance circles in the country. He 
has had charge of the legislative and 
publicity work of the Northwestern Mu- 
tual for a number of years. He is per- 
sonally known to all the insurance com- 
missioners, past, present and future. He 
has a wide acquaintance among state 
legislators and members of congress. 
Mr. Tyrrell is a good fellow in every 
sense of the word. In conversation he 
has no superior. He becomes the cen- 
ter of the group whenever he enters an 
assembly. He has all the traits of com- 
panionship. Mr. Tyrrell is by no means 
a social genius. His serious side is just 
as impressive and even more so. He is 
regarded as an authority on life insur- 
ance taxation. He has contributed fre- 
quently to the literature of insurance. 
Outside of insurance he has dipped his 
pen in ink and written with fluency on 
many subjects. He is a poet. 
he touches life at many points. 


President A. C. Bigger of the Ameri- 
can Life Reinsurance of Dallas, Tex., 
is in Chicago for a number of days 
arranging to open the new branch office 
of the company at 108 S. LaSalle street, 
Aug. 15. The branch office will be in 
charge of Secretary Fred C. Strudell. 
The Chicago branch will have all the 
facilities of the head office and will be 
fully equipped to give the highest serv- 
ice. Mr. Strudell is well known to life 
insurance men, he having served for 
nine years in the actuarial department 
of the Missouri State Life before going 
with the Dallas company. He is now 
actuary of the American Life Reinsur- 
ance. President Bigger in establish- 
ing the branch office has had in mind 
the furnishing of a larger service to the 
companies with which he has relations. 


$500,000 cases are not quite as plenti- 
ful this year, but John H. York, special 
agent in E. Miller France’s general 
agency of the State Mutual in Cleve- 
land, succeeded in landing one recently. 
$350,000 of this has already been issued, 
and the remainder has been approved 
by the several companies sharing the 
risk, which, it is understood, are the 
Massachusetts Mutual, New England, 
Aetna and Berkshire, in addition to the 
$100,000 limit in the State Mutual. Mr. 
York has paid for $1,212,000 up to Au- 
gust first, and expects to run out an 
even two million by the end of the year. 
His average policy is about $100,000. 
He has been in the life insurance busi- 
ness only a few years, and is doubling 
his production from year to year. 


L. H. Noel, northwest general agent 
for the Lincoln National, and well 
known in the Dakotas and Montana, 
died at Hettinger, N. D., last week, 
after a short illness. Mr. Noel had 
been engaged in the insurance business 
with the Lincoln Life in the northwest 
territory for the last six or seven years, 
coming to this section of the country 
from Chicago. 


If there has been any slump in the 
life insurance business in the Joliet, 
Ill, district, Special Representative 
James E. Wroughton of the Illinois 
Life doesn’t know it, since during the 
twelve months ending July 31, 1921, in 
two townships in Will County Mc. 
Wroughton personally produced and 
paid for in cash annual basis $788,000, 
practically all of which was placed on 
the lives of Illinois farmers, thereby 
aualifying as President of the Illinois 
Life’s $100,000 Club. Mr. Wroughton 
enjoys the unique distinction of holding 
at one and the same time the presiden- 
cies of the Illinois Life’s two leading 


In fact, 
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JAMES W. WROUGHTON 


agency clubs, having qualified in 1920 
for the presidency of the Green Signal 
Club, the home state organization. for 
the year ending Dec. 31. 

The first vice-presidency of the $100,- 
000 Club was won by State Manager 
Willis O. Perry of Georgia who from 
January until the close of July crowded 
Mr. Wroughton so closely as to cause 
the home state leader great uneasiness. 
In view of all the gloom news we have 
been hearing as to business conditions 
in the south, Mr. Perry’s performance 
in production during the past twelve 
months of $725,500 paid-for business is 
especially commendable. 


August has been dedicated “Lawrence 
Month” by the agents of the Missouri 
State Life in honor of its esteemed Vice- 
President Thomas F. Lawrence. Mr. 
Lawrence is one of the big executives 
in the west who has proved his ability 
many times. The agents intend to show 
him that August can be made one oi 
the best months in the year. 


F. W. Barr sells Bankers Life of 
Iowa policies. He has worked most of 
the time in the country, but this sum- 
mer he decided to try out city pros- 
pects and started out in Des Moines. 
His equipment consisted of a rate book 
and a Ford coupe. 

Des Moines has been having street 
car troubles for many months and the 
service is execrable. Mr. Barr’s plan 
was to cruise around the Des Moines 
streets and look for men and women, 
who appeared to be waiting for street 
cars. These were not difficult to find. 
With the prospect once inside the car, 
Mr. Barr would learn the destination. 
step on the throttle and talk Bankers 
Life. The crop of bonified prospects 
has been large and the crop of Fliv- 
vers has been large too, but the net re- 
sults have been $6,000 of business writ- 
ten each week for three weeks and a 
list of 186 prospects. 

‘A sample case was that of a woman 
who was waiting for a car to Valley 
Junction, a suburb 11 miles away. She 
was unlike some of her sisters, who 
have refused to ride with Mr. Barr, and 
was glad to accept the favor. It devel- 
oped that she was an attorney and de- 
sired to serve notice in the suburb. The 
notice was served, the business com- 
pleted and at the end of the 22-mile 
ride, Mr. Bar secured her application 
for $2,000, the check for the premium 
and had her examined all before 1! 
o’clock in the morning. Other cases 
were just as easy. Mr. Barr has made 
a profitable investment in car, tires, and 
gasoline. These elements, mixed with 
his resourcefulness, get the business. 
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NEW BUSINESS SEEMS 
PLENTIFUL TO MANY 


One Official of Large Company 
Gives Views on Conditions 
In Life Market 





STILL SEE GOOD RECORDS 





Some, However, Have Been Affected 
by the Panic Talk and Are 
Slowing Up 


“It is virtually impossible to make 
any general survey of the life insurance 
situation today, at least from the stand- 
point of production of new business,” 
said an official of one of the leading 
middle western life companies recently. 

Continuing he said, “Everyone ad- 
mits that new business is harder to 
write than it was twelve or eighteen 
months ago. Very few factories are 
operating at anywhere near 100 per- 
cent capacity. Many farmers have large 
portions of last year’s crops unsold, 
have overdue bank loans and serious 
operating deficits staring them in the 
fact for several years to come. Thou- 
sands of business men, farmers and 
salaried men came through the war and 


post-war boom days with ‘no accumu- 
lated reserves or surpluses and nothing 
but overexpanded plants, businesses 
and personal accounts to carry them 
through the lean years. So much for 
the dark side. 


Many New Arguments 


“On the other hand, many agents 
find in the present situation many new 
arguments for life insurance. A _ life 
policy is the only certain and sure pro- 
vider of 100 cents cash on the dollar at 
death. It is the best means of providing 
for estate taxes, now more burdensome 
than ever because of depressed security 
and commodity markets. It is the only 
way of covering the large depreciations 
that have taken place. 

“These agents have in many cases 
built up their own lines of credit and 
can handle considerable quantities of 
paper. They claim most farmers have 
saved considerable money and only feel 
poor because they lost on last year’s 
crops. They are able to persuade banks 
to lend customers additional money for 
premiums on new life insurance. They 
claim certain businesses are unusually 
prosperous and that some classes of sal- 
aried people are again good buyers and 
investors. They point to the enormous 
sales of luxuries and unparalleled gate 
receipts at big sporting events as prov- 
ing that large amounts of money are 
available if properly sought out. 

“First and last, these men believe in 
a great increase in personal effort as an 
offset to the unfavorable factors that 
exist. They work hard, radiate opti- 
mism and do business. 


General Agents the Same 


_ “General agents and managers fall 
into much the same classification. Many 
claim that we are in the midst of a 
Panic and it is useless to press for busi- 
ness or to increase their agency forces. 
Others, although frankly admitting 
times are bad, contend that the difficul- 
ties can be overcome. They work extra 
hard themselves and stimulate those as- 
sociated with them to do the same 
thing. These general agents find large 
numbers of high grade men open to 
conviction and education as agents. 
hey are increasing their agencies and 
thus not only offsetting the loss from 
some few producers who are falling be- 
hind but actually showing gains in 
their agency totals of new business. 








“These things cannot be classified by 
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Teamwork and Good Cheer 


“THESE two jewels of service 
rule the activities of the Home 
Office of The Lincoln National 


Life Insurance Company. 
Get-together parties participated 
in by Lincoln Life officers and 
and all their Home Office co- 
workers are held several times 
each year. They are bright and 
spirited affairs. Their good 
cheer carries on in the friction- 
less efficiency of Home Office 
service. 

Cheerfully meeting every service 
call is held to be quite as impor- 
tant with Lincoln Life folks as 
promptness of action. Both are 
happily combined in the Spirit 
of Lincoln Life Service. 

You get service with a smile 
when you— 








The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building 


Fort Wayne, Indiana 


Now More Than $175,000,000 in Force 
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are scattered all over. Perhaps a few 
examples will help illustrate. 


Cites Several Examples 


“A brand new agent, with some pre- 
vious life insurance experience, started 
in last fall in a section of an eastern 
state from which we had never secured 
an appreciable amount of new business. 
He is a human dynamo, doesn’t know 
there has been a slump and in the past 
six months has personally delivered 
and paid for $350,000 on over 130 lives. 
This is entirely country and small town 
business in a section largely overlooked 
by the big companies. 

“A young widow with no previous 
selling experience started field work 
about a year ago in a southern state 
famous for its one crop, poverty 
stricken farmers and poor conditions. 
In the last six months she has delivered 
about $135,000 on over fifty lives. 

“Just a year ago an enterprising and 
hard-working district agent from a 
country district in Wisconsin moved 
over to one of the automobile boom 
cities of Michigan. The slump, of 
course, hit his new field just after he 
moved, but in spite of that and his en- 
tire lack of friends, acquaintances and 
connections, he has delivered $180,000 
on sixty lives during the past six 
months. His best twelve months in 
Wisconsin was $270,000. In addition to 
his personal work he has secured and 
trained a number of successful sub- 
agents who are also producing a good 
business. 

“About two years ago a successful 
district agent in an Illinois farming 
community moved to a famous rubber 
city in Ohio. The production and or- 
ganization in his new home were prac- 
tically nil when he went there. He now 
has a million dollar district agency and 
is taking advantage of the depression in 
the rubber industry to strengthen his 
own force of salesmen. 


Some Producers Developed 


“A new agent working in Central 
Illinois has paid for $475,000 on 176 lives 
during the past six months. His busi- 
ness is personally written and he 
doesn’t seem to realize that the farmers 
and townspeople are all broke. 

“A man in his fifties and without life 
insurance experience, made a contract 
to represent us in a section of the state 
of Maine from which we had never 
received much business. His record for 
the last six months is 80 lives for $350,- 
000, all delivered and paid for. 

“Last August an old agent, who had 
been in other lines of business for four 
or five years, decided to take up his 
rate book again. He had been very stc- 
cessful both on the Pacific and Atlantic 
coasts, but decided to settle ina large 
city in the middle west where he was 
unacquainted and had no connections. 
He set his goal at $1,000,000 for his first 
twelve months. During the past six 
months he has delivered $300,000, has 
had unusually hard luck on rejections, 
but is going to make his million, as he 
had a good quantity of business prior 
to this six months, has two months 
more to go with some large business 
issued and lots in prospect. 

Can’t Hold Some Down 

“Another absolutely new man started 
last February in a very well organized 
agency in the middle west. Many of 
his friends and new associates said he 
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The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF PROGRESS: Insurance in Force 
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George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
: also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars ad 
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The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 
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CONTINENTAL LIFE INSURANCE COMPANY 


Our Policy Forms Contain the Following Provisions: Double Indemnity for accidental 
death, Total and permanent disability benefits, Partial disability benefits, Surgical operation 
benefits, Annual dividends, Optional methods of settlement, Premium loans, Cash loans, Bx- 
tended insurance, Paid up insurance, Cash surrender values, Insurance to cover policy loans, 
Installments certain-Participating, Installments continuous-Participating. 


Very Attractive Agency Contracts to Reliable Men 
BEN H. BERKSHIRE, President 
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didn’t have a chance, all his possible 
prospects were controlled by the nu- 
merous Other agents in the office. Up 
to the end of May he had delivered 
$130,000 on 37 lives, and is going 
stronger every month. 

“Two young men were given charge 
of an Eastern state at the beginning of 
1920. They fell right into step with the 
boom times then prevailing and showed 
an increase, month after month, both 
in reported business and number of 
active trained agents under contract. 
Everyone admired them but many 
doubted their ability to weather the 
storm. 

“The close of 1920 showed a total 
business well over any previous record 
for the state and agency. Month after 
month in 1921 they have beaten their 
own 1920 figures, and they are still put- 
ting on new high grade men. They, 
too, don’t seem to realize we have had 
a panic, although the principal prod- 
ucts of their state have suffered severe 
declines. 

“Another long established agency in 
the far west, but not on the Pacific is 
booming from month to month. 

“It is rather to be expected that the 
youngsters among the general agents 
will work hard and make records, but 
we find some of the older men are do- 
ing equally well. 

Not All So Optimistic 


“On the other side of the slate we 
have high grade, hard working, con- 
scientious and very able agents who are 
only doing one half or three quarters 
of what they did a year ago. In some 
cases they have more lives but smaller 
policies and in other instances both 
lives and amounts show decreases. 

“One of the best salesmen in the busi- 
ness tells us the people in his territory 
have neither money nor credit and that 
he is fighting from morning to night, 
every day in the week, to keep his old 
business in force. He has written a 
good volume of new business but it 
doesn’t compare with his former rec- 
ords. This man is not a pessimist, he 
isn’t lazy and he has selling ability of 
the highest order. 

“What is the answer? Did some 
agents and agencies take such full ad- 
vantage of the period of prosperity that 
they can’t possibly keep up their pro- 
duction records? Have new men an ad- 
vantage in having no past records or 
knowledge of how easy business could 
be written a year or two ago? Are 
many old agents asleep at the switch, 
waiting for the good old days to re- 
turn? 

“Agency managers are turning over 
these questions in their minds. Maybe 
some have arrived at conclusions. Many 
have not.” 





Name Richmond Delegates 


President Thomas P. Reynolds of 
the Richmond Association has ap- 
pointed the following delegates to the 
national convention: B. I. Chapman, 
Maryland Life: John B. Cary, Penn 
Mutual; J. C. Bristow, Home of New 
York; R. P. Harrison, Union Central; 
Frank E. Hall, Life of Virginia: Arthur 
Levy, Atlantic Life; D. R. Midyette, 
Fidelity Mutual; C. B. Richardson, 
Massachusetts Mutual; N. D. Sills, Sun 
Life; A. O. Swink, Atlantic Life; H. F. 
Sharp, Atlantic Life: C. T. Thurman, 
Mutual Benefit; T. Foster Witt, Con- 
necticut Mutual: A. P. Wilmer, Life 
of Virginia. Alternates—A. R. Blue, 
Metropolitan; W. S. Drewry, Connecti- 
cut General; S. B. Love, Mutual Life 
of New York; C. B. Myers, Provident 
Life & Trust; C. C. Meekinson, Mutual 
Life: W. Gray Wattson, Sun Life; J. 
E. Woodward. Travelers; C. O. Ander- 
son, Mutual Benefit: George T. Bry- 
son, Sun Life; W. J. Schillingburg, 
Metropolitan; L. W. Wells, Pacific Mu- 
tual; John C. Miller, Mutual Benefit. 


Licensed in Minnesota 


The Des Moines Life & Annuity is now 
licensed in Minnesota. Vice-President 
Hart will devote much of his time for 
the next few months in organizing and 
developing this new territory. 








ILLINOIS LIFE MEN TO MEET 


Members of the $100,000 Club of Com- 
pany Will Hold Sessions in 
Kansas City 


The Illinois Life has announced its 
program for the annual convention of 
its $100,000 Club to be held in Kansas 
City on Aug. 25-26, as follows: 

Thursday, Aug. 25, 9.30 a, m, 


of Last Regular 
Club Secretary 


Reading of Minutes 
Meeting—P. L. Sausser, 


Address of Welcome—W. B. Davis, 
General Agent, Southwestern Depart- 
ment. 


tesponses—First Vice-President $100,- 
000 Club, Second Vice-President $100,000 
Club, Third Vice-President $100,000 Club 

Address—Eugene C, Wharf, Retiring 
President, 

President's Inaugural Address 

Presentation of the Conservation 
Prizes—Oswald J. Arnold, Secretary, Ili- 
nois Life. 

Why My Policies Renew—Winner, 
First Conservation Prize. 

The Southwestern Department—Col. J 
W. F. Hughes, Manager, Eastern Kansas 
Agency. 

Meeting Present Day Conditions—T. J 
Henderson, Agency Manager, Michigan 

Insurance for Insurance Sake—J. W. 
Griggs, District Manager, Southwestern 
Department. 

Eighteen Years Behind the Ratebook 
of the Illinois Life in the Southwestern 
Department—S. F. Ukele, Superintendent 
of Agents, Southwestern Department. 

Keeping Everlastingly At It—O. H. 
Augustine, General Agent, Illinois. 


Thursday, August 25, 2:00 p. m. 


The Essential Qualifications of the 
Successful Agent—H. A. Davidson, Mana- 
ger, Northwestern Illinois Agency. 

What a Well Informed Agent Ought to 
Know—G. A. Withers, Manager, South- 
western Department. 

The Building of an Agency—O. H. Ga- 
bel, Manager, Corn Belt Agency. 

When Dreams Come True—F,. W. Wes- 
ten, Manager, Detroit Agency. 

Business Depression a Boost to Life 
Insurance—A. C. Johnson, General Agent, 


Oklahoma. 
Writing the Larger Policies—W. R. 
Childs, Associate General Agent, South- 


western Department. 
Who and Where Are Prospects 





E. J. 


Hutchinson, Manager, East-Central Illi- 
nois. 

Ambitions and Achievements—R. W. 
Stevens, Vice-President, Illinois Life In- 


surance Company, 

At 6:15 p. m. club members and guests 
will leave Hotel Baltimore in special 
ears for beefsteak dinner and evening's 
entertainment at Electric Park. 


Friday Morning, 9:30 


Estate and Inheritance Taxes—Oswald 
J. Arnold, Secretary, Illinois Life. 

Question Box—In charge of R. W. Ste- 
vens, Vice-President, Illinois Life. 

At 3:00 o’clock the club members and 
their guests will leave in automobiles for 
a tour of the Kansas City business sec- 
tion, boulevards and parks. The drive 
will end at the Mission Hills Country 
Club where a special chicken dinner will 
be served. 





Chicago Directory Issued 


The Underwriters’ Hand-Book of 
Chicago, which is the Chicago insurance 
directory, has come from the press of 
Tue NationaL UNpderwriter. The book 
is larger this year than usual. This is 
the eighth annual edition. It gives a 
complete index to insurance companies 
and insurance men in Cook county. The 
book lists the outside and suburban 
agents and brokers and furnishes other 
valuable information. The book gives 
the fire, casualty and life agents. A 
feature of the book is the digest of the 
Illinois insurance laws by Attorney 
Guilford A. Deitch of the Indianapolis 
bar, the well-known authority on insur- 
ance law. 


use, 


Your brain won't grow without 
any more than you arm or leg 
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State Loyalty 
in Indiana 


There is a peculiar, striking state loyalty found 
throughout Indiana. 











The Hoosiers spring from the old stalwart 
American stock. There is a deep, patriotic 
home sentiment in their hearts. 


The melting pot has not been so much in 
evidence in Indiana. Families trace their 
ancestry back tothe colonials of the Revolution- 
ary period and even before. There has not 
been a mixture of foreign peoples as is in evidence 
in other localities. 





Life insurance has become firmly rooted in 




















Indiana. It is regarded as a necessary factor 
in the creation of estates, in the financial and 
protection program, in the conserv ation of busi- 
ness, in the promotion of thrift. 





Indiana people are loyal to Indiana institutions 
and enterprises. 


The Central States Life is an Indiana product. 
It devotes its activities to that state alone. It 
has studied the needs of its people. It is 
equipped to meet them. 


Agents working in Indiana will (ine 
find their labors lightened by 

allying themselves with so 
typical a state 
company as the 


Central States N 
Life. if 











































































































Come with the 


Central States Life 


Insurance Company 
of 
CRAWFORDSVILLE, INDIANA > 


If you want to write life insurance 
in Indiana 


WRITE TO 


THOMAS L. NEAL 


Second Vice-President and Agency Manager 


President 


Edwin M. Brown 


Secretary 
Clifford V. Peterson 










































































































































































NELSON’S FINE RECORD 
HEADS NORTHWESTERN LIST 


Peoria Man Paid for Insurance on 
280 Lives During the Last 
Club Year 


B. C. Nelson of Peoria, Ill., won the | 


first prize in the large agency organi- 
zation of the Northwestern Mutual Life 
for greatest number of lives insured 
during the club year. He paid for in- 
surance on 280 lives. This is his sec- 
ond full year with the company. He 
was formerly an automobile salesman. 

In speaking of his experience as a 
beginner in soliciting life insurance, he 
said that the salesman himself must be 
thoroughly imbued with the desirability 
and need of life insurance before he 
tries to sell it to others. Mr. Nelson is 
a believer in enthusiastic confidence. 
He does not believe that it makes any 
particular difference whether a life in- 
surance man’s hair is black, red, gray, 
or almost gone. He does not think 
that it makes any difference in his suc- 
cess whether he is tall, short, lean, or 
fat. There is a marked distinction, 
however, he says, between the man who 
works to the best of his ability and the 
one who delivers 30 percent of that 
ability. 

Studying Cases More 


Mr. Nelson believes that life insur- 


ance men are studying their cases more | 


than ever and that they are better pre- 
pared to offer intelligent counsel. Mr. 
Nelson said that too much zeal meets a 
disastrous end, but that zeal and dis- 
cretion coupled in perfect harmony are 
world beaters. Mr. Nelson said that 
he always does his best to gain the 
good will of his prospects, whether he 
is able to write them insurance or not. 
He thinks that a great slogan is “Make 
them like us.” 


To Write Substandard Risks 


The American Central Life of Indian- 
apolis has arranged to take care of sub- 


standard business for its agents through | 


reinsurance. The company will not 
carry this business itself, but will place 


it with other companies which write | Br z ; 
O’Connell, vice-president of the Good 


substandard business. “Our purpose in 


this,” said Vice-President Roy Hunt, | 


‘fs to prevent as far as possible the 
loss on the part of our agents of the 
fruits of their efforts. By this arrange- 
ment where one of our men secures an 
application which turns out to be sub- 
standard, we relieve him of the loss of 
that business entirely or the loss of 
further time in hunting up some com- 
company with which to broker it.” 


Bankers Reserve Life Plan 
The Bankers Reserve Life is making 
a special drive in Indiana and Ken- 
tucky and is now seeking managers in 
these states. The Bankers Reserve has 
assets of $11,000,000 and business in 
force of $80,000,000. The company feels 
that these two states offer an oppor- 

tunity for a strong expansion drive. 


Tom Watters Resigns 

DES MOINES, IA., Aug. 3.—Tom 
Watters, deputy insurance commis- 
sioner and counsel for the state insur- 
ance department, has resigned to be- 
come associated with the law firm of 
Parrish & Cohen. Don Harlow, a state 
examiner in the life insurance depart- 
ment, has been appointed to succeed 
Mr. Watters as Gee. 











DROP HOUSING LEAGUE 
NATHAN HIRSCH GIVES CAUSE 


Proposal to Restrict Investments of 
Life Companies and Banks Leads 
to Abandonment 


NEW YORK, Aug. 2.—Apathy on 
the part of the public is the reason as- 
signed by Nathan Hirsch for the aban- 
donment of all further effort to form 
the Citizens’ Protectivé Housing League 
of this city and of the withdrawal of 
Samuel Untermyer and himself from th« 
movement. The proposed league was 
designed to stimulate home building in 
New York City and to secure the enact- 
ment of laws that would assist to that 
end. 

Darwin P. Kingsley, president of the 
New York Life, was induced to interest 
himself in the movement, until he 
learned that it proposed to work for 
measures that would compel banks, lif 
insurance companies and other ins ste. 
tions having large funds under their 
charge to make investments in bonds 
and mortgages upon real estate, when 
he declined to have anything further to 
do with the scheme, being opposed 
such legislation upon broad principles 

Not only did citizens generally fail to 
enthuse to any considerable extent over 


| the idea of the league, but, to quote 
| Mr. Hirsch, chief promoter of the idea, 


“minor politicians of all political stripes 
were openly hostile to it.” A further 
explanation might be found in the de- 


| sire of “the plain people” to manage 


their own affairs, unhampered by th: 
activities of the Citizens’ Protective 
League or any similar organization. 


Chicago National Increases Capital 


The Chicago National Life is increas- 
ing its capital stock from $100,000 to 
$300,000, and is issuing 20,000 
shares. E. H. McConkey, who 
been connected with the company dur- 
ing the organization period, has retired 
from its service, and the active fis 
work is now in the hands of A. L 
Whitmer, who with Mr. McConkey or- 
ganized the company. 

Thomas Carey, head of the ( 
Brick Company is president; T. | 
] 
Roads Service Company and associat 
with Mr. Carey for 15 years, is one oi 
the prominent directors. Other dit 
tors are Frank P. Stedem, Saybrook 
Ill.; John Niehaus, Bloomington, I! 
S. A. Hubbard, Quincy, Ill; C. C. Mar- 
quis, Bloomington, Iil., and A. J. Al 
corn, T. J. Parker and Lee D. Mat! 
all of Chicago. 


Ohio Agents to Meet 
The Ohio state agents of Royal Unio 
Mutual Life will meet in annual con- 
vention at Canton, O., Aug. 30-31. J 
W. A. Staudt is state manager and has 
offices at Canton. The company off 
cials are expected to be present. 


William N. Riley, of Escanaba, M 
is a new man in life insurance who ! 
gone to it with a right good will 
made a big success from the start. H 
has been a traveling grocery salesima! 
but owing to the splitting up of his 
territory through readjustment he 
came dissatisfied and decided to embark 
in life insurance. He connected } 
the Equitable life of New York, 
during his first 50 working days 
produced $86,000, the largest polic) 
$5,000. His cases were all sec 
among the farmers and people in 
towns. 





_ LIFE—SEMI-ANNUAL STATEMENTS © 


Filed With the Georgia Department 


Name Assets Surplus 


In Force Income Disbrmnt 


Atlantic Life, V: 7,922,134 568,000 $ 80,038,894 $ 1.616.792 $ R5S8.395 


.160,550 

o-* 791,551 

Mutual ife.... 138,897,097 
Northwestern Mutual.. 9,894,657 
Standard Life, é .214,500 
United L. & A., Vt.... 2,050,633 


77,625,000 1,663,615 981.69 
2 441,657 241,87! 
186.490 10,011,870 


‘ 

2, 

74,§ 17, 
296.7 4,73 51,608,654  34,887.484 
19,5 426,644 308,931 
37 355.38 458,432 306,358 
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WATCH TAX QUESTION 
INTEREST IN WISCONSIN BILL 


Allis Case, Followed by Arnold Bill, 
Makes Inheritance Tax the All- 
Absorbing Feature 


Inheritance taxes as related to and 
affected by life insurance, and vice 
versa, is the all-absorbing question in 
Wisconsin life insurance circles, fol- 
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MANAGEMENT AND COMMISSION EXPENSE 
(From the Connecticut Insurance Report) 


Management Expense Per $1,000 of Insurance Percent of Commissions to Premiums 
cr 














lowing the Allis decision and the adop- 
tion of new laws in Wisconsin doubling 
inheritance taxes rates. 

Inquiries are being received from all 
parts of the country, in Madison, Mil- 
waukee and other cities of the state, 
seeking light on the inheritance tax in- 
surance situation in Wisconsin. 

Prominent counsel for life companies 


in Milwaukee are at work studying | 
the proposition and helpfully advise 
field men and their chiefs. All prop- 


erty within the state and belonging to 
non-residents is clearly subject to tax as 
- own by the new law, and on the other 
mand companies resident outside of the | 
tate are in need of light as much, of | 
course, as the Wisconsin companies. 


Arnold Bill of Interest | 
| 
| 





The Wisconsin Insurance Federation 
has worked out a table of primary rates 
increased through the adoption of the 
Arnold bill. This will be printed and 
available to members. It points out | 
that the widow’s exemption under the 
new law is raised from $10,000 to $25,- 
000, and that the new law also provides 
that inheritance taxes paid by the widow 
upon property above her exemption 
shall not be paid again by the children 

















Name of Company -———First Year Renewals—— New Business———, -————Renewals——, 
Cos, of Connecticut 1917 1918 1919 1920 1918 1919 1918 1919 1920 1917 1918 1919 1920 
BOCBR cccccocscesesees $21.84 $23.59 $18.57 $14.39 2.36 $1.86 38.51 39.22 38.69 54 56.58 56.53 5.54 
Connecticut General... 22.48 18.67 15.03 13.11 1.87 1.50 41.94 38.14 39.09 6.71 6.68 665 6.34 
Connecticut Mutual .. 31.58 30.96 24.99 25.94 3.10 2.50 42.60 43.14 42.28 6.03 5.86 6.05 6.30 
PE, cvecnees Gnene 35.44 35.90 32.16 32.19 3.59 3.22 44.23 44.23 44.32 6.55 5.67 6.69 5.67 
Travelers (Life) ..... 21.88 22.92 16.93 16.53 2.29 1.69 39.20 39.10 41.19 4.94 5.03 4.97 56.19 

Be §6sceueaaves 24.13 $24.57 $18.91 $20.68 $2.46 $1.89 $2.07 37.71 40.03 39.85 40.58 5.54 65.55 56.53 6.60 
Cos, of Other States 
EOD coesntescses 35.16 $36.57 $3.66 $3.05 $3.12 42.39 45.28 45.40 6.25 6.28 65.67 
Columbian National... 35.29 34.31 AS 2.89 2.82 41.71 41.45 42.43 5.30 56.50 56.59 
PEED ccocseasees 26.95 27.42 2.61 2.59 41.81 43.59 44.42 4.95 4.83 4.81 
Fidelity Mutual ..... 36.77 39.47 3.13 3.13 43.15 41.68 40.29 6.88 65.03 6.77 
GGRTGIAM cccccccccsce 42.00 39.89 3.66 3.76 48.33 47.59 60.22 4.70 4.90 6.33 
BUOERO ccccccccscccsces 33.23 32.81 2.85 2.94 45.92 45.56 44.99 6.92 6.66 6.62 
Maryland Assurance.. .... £5.43 2.45 2.70 : 22.17 36.00 4.22 5.55 
Massachusetts ....... 28.53 8.64 2.35 2.43 41.27 40.20 44,07 6.40 6.44 6.75 
Mutual Benefit ...... 25.85 16.40 2.34 2.36 43.12 41.80 44.86 5.79 5.80 5.83 
BOUCURS ocoscccemeceres 30.38 33.20 3.03 3.29 43.31 46.72 47.39 88 3.90 4.57 
Mutual Trust Life.... 29.02 28.90 2.75 2.72 53.02 53.86 54.88 4.02 4.41 4,98 
Natiomal ..ccccccceses 33.94 34.90 3.07 3.07 55 46.44 48.45 6.48 6.42 6.53 
New England ....... 27.15 29.15 2.60 2.65 ib 47.59 560.47 5.72 6.80 6.02 
DOW HOU ccccccecacs 28.10 29.81 2.92 3.07 5§ 48.55 49.46 2.55 2.64 4.29 
Northwestern ....... 26.96 27.29 2.4r 2.43 47.72 47.83 6.73 6.70 6.96 
Pacific Mutual ...... 41.41 40.81 3.42 3.26 65.37 63.46 6.50 6.58 6.71 
Penn Mutual ........ 28.86 29.98 3.00 2.69 2.71 45.24 46.77 6.74 6.70 6.86 
Provident Life and Tr. 37.73 32.94 3.29 2.96 2.93 38.75 37.66 5.84 6.20 6.53 
PURO eccseeecceese ae ae : ; 4.86 . 2. . : 3.25 
State Mutual ........ 29.90 3 27.69 2.99 3.05 2.77 2.76 44.21 44.90 45,52 6.76 6.70 6.87 
Union Central ....... 31.99 33 29.59 3.20 3.36 96 2.97 42.99 46.50 40.95 6.37 6.46 6.72 
United Life and Acci, 43.95 45.03 39.34 4.40 4.50 3.93 3.21 43.80 46.41 3.44 269 3.81 3.89 
WEED scavace - $29.27 $30.35 $27.67 $2.93 $3.04 $2.77 44.47 46.14 16.93 4.94 4.93 ».28 
Industrial Co panies 
John Hancock ....... $39.88 $3.72 $3.58 10.45 40.16 41.09 *5.73 *5.64 °5.65 
Metropolitan ........ 9.52 3.73 3.50 99.20 27.91 30.04 *5.92 *5.97 *6.86 
Morris Plan Ins. So = 19.47 7 1.75 24.71 25.81 tee 
PRUWGOMCIBL 2 cccccccecs 34.88 35.36 3.49 3.43 34.80 33.69 5.21 *3.75 *3.80 *4.03 
BWOGRRS ccccccecece $36.29 $37.80 $35.41 $3.63 $3.78 $3.48 $3.54 32.58 31.51 32.98 *5.12 °5.14 °6.72 
Grand Totals ....$31.51 $32.82 $30.19 $3.15 $3.28 $2.92 $3.02 41.00 41.69 42.35 43.53 *4.92 *5.02 *6.41 *5.41 





*Excludes Industrial Business 


WESTERN CLUB HAS MEETING STILL KEEPS DEPARTMENT 


PLAGUE RUMOR DISCREDITED | 
Mortality Among the Life Insurance Peoria Life Finds That There is Still 
Companies Has Not Increased Be- | Need for Its Total Abstinence 


cause of Supposed Pestilence Class 





Missouri State Life Agents Staged a 
Very Successful Convention at 
Denver Last Week 





; x a 3 » eve 7 . - — - . 1 | \ ‘ » Security 
of such widow in the event of her death DENVER, COLO., Aug. 2.—Th« Considerable alarm was created by | inet soe _ -, vig ed 
and transference of such property to| Missouri State Life Insurance Com- | reports in daily papers that pellegra and | r nan ite . ; cw xo mas & a4 
them within ten years. | pany held a two-day convention of its | a semi-famine were spreading through | the P its Lif enrh ne Yo 
Inheritance taxes up to 40 percent | western division’s $100,000 Club in this | Georgia and other southern states. Im- | t" = age Ale § — that "C “3 Pat. 
are now collectable where previously | city last week. J. Duffield of Pueblo, | mediate investigation of existing condi- | "0 SUC" a h mage ery f - 
15 percent was the maximum, continues | Colo., was elected president of the club; | tions was asked and considerable pro- hy Says: e have rac . = avor- 
the review. Commenting on the Allis vice- -presidents chosen were: J. | test was raised against the rumor. | = morgage total abstine = 
decision, the federation says: Phe | Morris, Los Angeles; J. A. Ryan, | General conditions throughout the south ate te ‘ this no mtention © 
Wi sconsin supreme court ruling in the | Amarillo, Tex.: Jacob Gunst, Tucson, | have resulted in an increased destitu- | eee ue at Aone Ang we — 
\llis case, which confirms the statute | Ariz, and J. H. Mann, Fort Worth, | tion and an increased number of deaths | # bt utely hil divid , oe . ro 
i . =. . . 7 : ide rres 
naking life insurance a part of an es-| Tex. At the opening session J. Stan- | and sicknesses, but local officials dis- Pa ms 3 a aS aww “4 Gree 
ee and taxable, includes an opinion | jey Edwards, Aetna Life Insurance | credit the idea of any plague. Medical See sy ao ‘ a al = y< 
which indicates that corporation and Company of Denver and former presi- | examiners of several southern compan- | ae. ~ -“~ effect ; vat ; 1 
partnership insurance are not consid- | dent of the National Association oi Life | ies have expressed themselves as con- | oO a we act ~ vad upon 7) sees 
ered as inheritances, but as income, and | Underwriters, gave an address. Gov-| fident of no impending danger. There | lin cen to a ex rat wh au a gh 
therefore subject to the state income | ernor Shoup addressed the convention | has been no experience of an increase in | . moe non 1 ager who app A or 
“ > > > be PF - . . rn © < » g g $ > . g ss, 
tax, instead ot being covered in Class 4| Friday evening. The Denver conven- | mortality among the insurance compan- | admission to the total abstainers’ cla 
ot the table prepared. Until a ruling tion included agents from the entire | ies and no noteworthy increase in disa- | M " Lif M M , 
to the contrary is made, this opinion | western division, in which Colorado, | bility claims from those suffering with | utua ie Men Meeting 
will undoubtedly govern the actions of | Wyoming, Texas, New Mexico, Okla- | scourge. | ATLANTIC CITY, N. J., Aug. 3— 
The commission in such cases. homa, California, Arizona, Nevada, —_— Members of the Agency Club of the 
1e table worked out by the federa- Washington, Oregon and Montana are Watch New Minnesota Law Mutual Life of New York are meeting 
on is found on this page. represented. In the neighborhood of ST. PAUL, MINN., Aug. 2—Insurance | here this week at the Ambassador ho- 
100 agents were in attendance. men will watch with interest the ad- | tel. A number of business and social 
b ministration of the new law governing | events have been planned. The busi- 
Utah Figures Texas Still Legislating agency and solicitors’ licenses, Commis- | ness sessions are being held in the 
The total life insurance in force in | . ; ; : ; _ | Sioner Lindquist has gotten out the! Pompeian Room, where there has been 
Sis chain af Wah $154.647 A gemstone Two bills relating to life insurance | blanks, both for agents and solicitors pe a moving picture screen and 
é é s ‘ i,v0c, ac aenaeine aii . an : = =. " . P - ‘ ‘ ‘ . . > ¢ 
ing to a report recently compiled. Of have been introduced into the special le can order & personal examination ylackboards to assist the speakers 
this amount $27,651,833, or approximately | session of the Texas legislature. The | of any applicant if the conditions war- There was a big dinner-dance en Wein. 
one-sixth, is carried by Utah companies, | two are identically the same, one hav-! rant. He has full authority to with- | ° low ob ht. nd anneet ith it 
of which there are three—the Bene-| ing been introduced in the senate by oe oT a tae = a <> 7 eS — Spo pene — — f 
ficial, Continental and the Intermoun- | ad Seta ge 4 arnt : ce | rejection of an application. rere is no | a number ol special entertainmen ea- 
tain L. J. Muir. an official of the latter | | senator Page and the ponag § the _ 7 difference between the questions asked | tures. 
company says this record speaks well | by Representative Barry Miller. 1€Y | of an applicant applying for a license to es 
So Sihata’ feanens . es | propose to authorize life — ance | sell any kind of insurance. This quali- | 
for Utah home companies. | 3 ; 1 : Life N 
| companies organized under the laws of | fications law probably goes farther than ie Notes 
| Texas to act as executor or administra- | others unless it be Pennsylvania. | The $100,000 club of the Manhattan 
Hugh D. Hart of the firm of Campbell tor of the estate of any deceased per- : —_—_—__—- | Life will hold its convention in Den- 
& Hart, Arkansas state agents of the| son. They were referred to the com- The extension courses of Western Re- | Ver, Aug. 17-19 
Aetna Life Insurance Company, returned - : . , | serve University for the coming year will Rupert F. Fry, president of the Old 
this week from the International Rotary | mittee on insurance and banking oi the | include a course of instruction in life in- | Line Life of America, has completed a 
Convention at Edinburgh, Scotland. respective branches of the legislature. surance | tour through northern Wisconsin. 
WISCONSIN INHERITANCE TAX TABLE 
Over . 7 
Beneficiary Exemption $25.000 to $50,000 to $100,000 to Over 
Class 1 Exemption to $25,000 $50,000 $100,000 $500,000 $500,000 
Husband, wife, lineal issue, lin- Widow, $25,000 for- 
‘ ancestor, adopted or mu- merly $10,000) 
tually acknowledged child or : : 
PD GE Gein cct ences ceesess All others, $2,000. 2% (formerly 1°) i% (formerly 2%) 6% (formerly 3%) 8% (formerly 4%) 10% (formerly 5%) 
; Class 2 
srother, sister, descendant of 
ither, wife or widow of son, 
sband of daughter.......... $500 4% (formerly 2%) 8°) (formerly 4%.) 12 (formerly 6%) 16 (formerly 8%) 20° (formerly 10%) 
Class 3 
\unt. unele, or descendant of ' 
Ce casceenesdneonees eeekees $250 6% (formerly 3%) 12 (formerly 6%) 18% (formerly 95%) 24% (formerly 12%) 30° (formerly 15%) 
Class 4 - 
\ny other degree of collateral (Exemption . not 
onsanguinity or stranger in clearly defined but 
blood to decedent, or a body probably $100) ae (formerly 4%) 46 (formerly 8%) oq, (formerly 12%) gacq, (formerly *16%) 4g (formerly *20%) 
Nitics or corporate........+. © (formerly 5%) (formerly 10%) (formerly 15%) * (formerly *20%) (formerly *25%) 
*Formerly all tax over 15% abrogat ed. 
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Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 


















Onto Nationa Lire Insurance Co. 


CINCINNATI, O. 


OW is the Cites Day of Life Insurance. It is the best time to get 
connected with a solid company and build a foundation for the future. 
Good business was never so easy to get. P oy ye fom buying 
‘¢ insurance. 
The Ohio National pays agents well for their work and backs them with all 
Se ee, Cin Wakes cad Recent. 2 Michi 
orri in est irginia entucky, iennessce, schigan, 
ais Nebraska and Kansas. 












T. W. APPLEBY 


Secretary and Agency Manager 


A. BETTINGER 


President 




















American Life 
Reinsurance | 
Company 


DALLAS 







Expanding: 
Chicago Branch Office 
108 So. La Salle Street 
Opens August 15, 1921 








Up-to-the-M inute Service from Both Offices 





A. C. BIGGER, President 
FRED D. STRUDELL, Secretary 
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LIFE AGENCY CHANGES 

















GARDINER GOES TO NEW YORK 





Kansas City General Agent of the John 
Hancock Mutual Takes W. N. 
Compton’s Place 





Harry Gardiner, general agent of the 
John Hancock Mutual Life at Kansas 
City, Mo., since Nov. 1 of last year, has 
been appointed successor to William N. 
Compton, general agent in New York. 
Mr. Gardiner has been with the John 
Hancock for more than 26 years start- 
ing in the Paterson, N. J., agency in 
1894. He was appointed cashier at 
Bridgeport, Conn. in 1914. He later 
was made assistant superintendent and 
afterwards was chosen traveling auditor 
for the general agency at Albany. When 
a vacancy occurred in the Kansas City 
general agency he was sent to that point 
and has built up a handsome business. 


Mutual Benefit Changes 


The Mutual Benefit announces some 
general agency changes following the 
death of A. J. Birdseye of Hartford, 
Conn. As already announced W. H. 
Griswold, general agent for Rhode 
Island, succeeds Mr. Birdseye at Con- 
necticut. Ira L. Gregory of Montana 
will be Mr. Griswold’s successor at 
Providence. He was born in the east 
but has represented the Mutual Benefit 
for a number of vears in the west, hav- 
ing been general agent at Phoenix, 
Ariz., later at Helena, Mont., and for 
the last five years at Great Falls, Mont. 
Edward P. Kelley, who has been an 
agent of the company at Butte and la- 
ter at Missoula, Mont., succeeds Mr. 
Gregory at Great Falls. 

James A. Parden, general agent at 
Mason City, Ia., has resigned to engage 
in other insurance activities. The Ma- 
son City general agency has merged 
with Des Moines. Percy L. Potter, for- 
merly of the Detroit Agency, recently 
appointed general agent at Des Moines, 
will have charge of the Des Moines and 
Mason City territory. 





Sidney B. Redding 


Sidney B. Redding, who has been for 
the last 20 years state manager of the 
Penn Mutual Life Insurance Company 
in Arkansas, has announced the with- 
drawal of that company from the state 
and the severance of his relations with 
it as manager. Mr. Redding has organ- 
ized a new firm, Sid B. Redding & Co., 



















WHEN you begin to figure up your earn- 

ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


Inter-Southern Life 
JAMES R. DUFFIN, President 





The Close of the Day’s Work 


All this and more we constantly strive to 
give our agents. 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, 


This coupled with good 














investment bankers and financial insur- 
ance and real estate brokers. He will 
handle life, fire, health, accident, casu- 
alty, fidelity, tornado, automobile, plate 
glass insurance as well as investments 
in all kinds of securities. The office of 
the company will be in Little Rock in 
the Southern Trust building. Mr. Red- 
ding announces that he has closed nego- 
tiations with the Travelers to become 
its district agent, succeeding R. E. 
Bishop, deceased, and writing life, 
health and accident insurance. 





Paul W. Graeber 


Paul W. Graeber has been appointed 
district agent for the Bankers’ Life of 
Des Moines for Washington county, 


Wis., with headquarters at Hartford, 
Wis. Mr. Graeber, well known in Mil- 
waukee underwriting circles, recently 


received his discharge from the U. S. 
Navy. He formerly solicited insurance 
in Milwaukee. 





H. W. Fuller 


H. W. Fuller has been appointed gen- 
eral agent for the Old Line Life of 
America for northern Wisconsin, with 
headquarters at Superior, Wis., and 
offices in the Board of Trade building. 





C. H. Redfield 


The Royal Union Mutual Life of Des 
Moines announces that it has established 
a city agency in Des Moines with C. H. 
Redfield as its manager. 








| LOCAL; ASSOCIATIONS 

















CLEVELAND, OHIO.—The Cleveland 
Association held its regular monthly 
luncheon July 18 in the Winton hotel, 
where the National Convention will be 
held September 5th-7th. 

Superintendent Gearheart of the Ohio 
department was the speaker. He pointed 
out the tremendous volume of busi- 
ness supervised by the state, and urged 
closer cooperation on the part of life 
underwriters in making suggestions for 
improvement and aiding in enforcing 
the insurance laws. There is a great 
need, he said, of codifying the statutes, 
seme of which are overlapping and diffi- 
cult to interpret. The Cleveland insur- 
ance men enthusiastically pledged their 
support, and declared the newly ap- 
peinted insurance chief a good fellow. 

E. B. Hamlin, general agent of the 
National Life of Vermont, was unani- 
mously elected as representative of the 
Cleveland Association on the Executive 
Committee of the National Association 
to succeed George H. Olmsted. Mr. Ham- 
lin is a past president and executive 
committee member of the local associa- 
tion, and was active in the reorganiza- 
tion resulting in the employment, two 
years ago, of a full time paid secretary, 
a plan which is being watched with in- 
terest by other associations throughout 
the country. 


Mississippi Records Approved 


An announcement of general interest 
to the life companies comes from Wash- 
ington, D. C., where it is stated that 
Mississippi is the first southern state to 
be admitted to the Federal Registration 
Area. This is made possible by the 
very accurate work done in the statis- 
tical department of the State Board of 
Health during recent years. The birth 
and death records kept by that depart- 
ment have been rigidly checked by the 
Washington authorities, and the accu- 
racy with which they have been kept 
has been commended. The monthly and 
yearly morbidity reports of the Missis- 
sippi Board of Health are also available 
for use by the life companies, and re- 
veal interesting findings as regards 
health conditions in that state. 


President Emmet C. May of the Peoria 
Life, who has been on a trip abroad, is 
expected to be back home this week. 
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MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 


SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 


Home Office, United Life Building Concord, New Hampshire 








Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 




















We Want Managers 


for the States of 


Indiana Kentucky 


Men of experience and ability will find it 
to their advantage to contract with us. 
We offer most inviting terms to both 
managers and field agents. Correspond- 
ence confidential. 


















Let Us Hear from You at Once 


We are making an important expansion 
drive. Write or wire 


The Bankers Reserve Life Company 


R. L. Robison, President 
Home Office : : Omaha, Nebraska 








Business in Force, $80,000,000.00 
Assets, $1 1,000,000.00 




















Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—-O}- 
Contract direct with the 
Company. 

—Oo- 
Over $125,000,000 of in- 
surance in force. 

—D- 
The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 


“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 





Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprin¢field, Ill. 



















































Your Company’s Resources 


—those consisting of investments—are they 
receiving expert care and constant supervision? 


Are maturing principal amounts, as well as 
interest, promptly collected and RE- 
INVESTED. 


Have you full data as to the security back 
of these investments? 


Are your investments handled with 
maximum safety and minimum expense? 


Ask for our Fiscal Agency booklet, offer- 
ed without obligation, which outlines a Plan 
whereby YOU can give affirmative answers 
to all such questions with absolute assurance. 


UNION TRUST COMPANY 
CHICAGO 


Capital and Surplus, $4,700,008. 
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AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


Alabama Kansas New Mexico 
Arkansas Kentucky North Carolina 
California Louisiana South Carolina 
Florida Mississippi Oklahoma 
Georgia Missouri Tennessee 


Texas and Virginia 


For informatian regarding them write to 


Cc. S. HUTCHINGS Ww. J. SHAW 
Agency Mer. Agency Mgr. 
Ordinary Dept. Industrial Dept. 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3,000, to youn: 

men and young women as young as age 2—protective insurance and Educational a 
Business Start Endowment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We issue Participating and 
Non-Participating Policies. As regards adults, we write contracts with Double Indem- 
nity provisions covering any kind of fatal accident, or with uble Indemnity pro- 
visions covering fatal travel accident only, as may be desired. We issue policies with 
waiver of Premium and Disability Annuity or Installment Payment features. We 
insure males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 











9 The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 














More Than 1’4 Million Polices Now in Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 
Assets $ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1921 
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MANY MEN GET PROMOTION 





Prudential Announces a Number of 
Changes—Good Business Is Now 
Coming from Colorado 





The repeal by the Colorado legislature 


of the law which prohibited insuring 
the lives of minors under fifteen years 
became effective July 5. The splendid 


volume of business obtained by the Den- 
ver Prudential staff since that date 
shows that they are taking full advan- 
tage of the opportunities afforded them. 

Assistant H. A, Stockdale of the Cin- 
cinnati No. 1 district, dating back to the 


days when he was an ordinary in- 
structor, has always been an arrears 
specialist. This hobby has resulted in 


placing him in the lead in this respect 
in Division G. 

Superintendent Thomas J, Stewart, of 
New York 8, leads the Prudential field 
in proportionate industrial increase, and 
besides holds second place in actual re- 
sults obtained. He is crowding his fel- 
lew townsman, James Baker, New York 
10, for the premier position. 

Agent J. F. Bolles, of Cleveland No, 2, 
has been promoted to the position of 
special assistant superintendent in the 
same district. 

Cc. J. Craigmiles, of Akron, 
a similar position, 

Bernard T. McGettigan, a prominent 
record producing assistant superintend- 
ent of the Philadelphia No. 1 district for 
several years, has been appointed super- 
intendent of the Philadelphia No. 8 dis- 
trict to fill the vacancy created by the 
transfer of Superintendent A, M, Har- 
mer to Philadelphia No. 3, 

Agent Oran S. Holmes, of the Detroit 
3, Michigan district, is setting the pace 
for Division J Agents in the production 
of Industrial business for 1921, his rec- 
ord placing him amongst the leaders of 
the entire company. In addition, Agent 
Holmes also has a very creditable show- 
ing in the ordinary branch. 

Winona, Minn., which has been op- 
erated in the past as an agency organi- 
zation is now a district. E. I. Mainwar- 
ing, who has been in charge as agency 
organizer, has been given the title of 
superintendent. 

Agent Warren R. Grimes has been ad- 
vanced to the position of assistant su- 


is to take 








perintendent in the Ottumwa, Ia., district 


Agent Robert M, Gold, who operated 
from the New Rochelle office of th: 
Mount Vernon, N. Y., district, has bee: 


advanced to assistant superintendent 
and is in charge of an agency staff ir 
Mount Vernon. 

Agent Antonio Lucian, of the Pough 
keepsie, N. Y., district, is showing thx 
way to the entire agency force of Divi- 
sion N in industrial for 1921, and Agent 
Warren Douglas of Waterbury is th 
next man, 

Agents Edward W. Gay of Parson 
Kans., Fred Seamans of Wichita, Kans 
Connie E. Fox of Springfield, Ill., Herbert 
M. Bowlby of Oklahoma City, Oka., and 
William H. Brune of St. Louis No. 1, Mo 
have been doing commendable work in 
handling their agencies. In recognition 
of this, they have been advanced to th: 
pesition of assistant superintendents. 

They will all remain in their respe 
tive districts, with the exception of F. | 
Seamans, who will have charge of ar 
assistancy in Tulsa, Okla 

R. S. Barber, who has been serving 
the company during the past three years 
Canadian field 


as an inspector in the 
has been promoted to the superintend- 
ency at Stratford, Ontario. Mr, Barber 


succeeds Superintendent F. E. Bradley 
who has been transferred to Syracus: 
x. 2. 

J. S. Christy, formerly assistant su- 
perintendent in St. Louis No. 1 district 
ol the Prudential, becomes superintend- 
ent of the district just opening in New 
Orleans. He entered the service of th: 
company as an agent in St. Louis No 
on Oct. 7, 1912, and became an assistant 


a year later. On Nov. 9, 1914, he was 
transferred to Cleveland No. 1 district 
where he remained until July 29, 1918 


when he was given an assistancy in 81 
Louis No. 1. 


P. H. Maginnis Promoted 


The Eureka Life of Baltimore a 
nounces the promotion of Assistant 5 
perintendent P. H. Maginnis of Was 
ington, D. C., to the superintendency 
the Cambridge, Md., district. He en- 
tered the service of the company le- 
cember, 1920, as agent in Washingtor 
and was made assistant superintendent 
March 28 of this year. Agent A. F. Pau 
of the Washington district succeeds 
Maginnis as assistant superintendent 
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Southern Union, Texas.—The new paid 
for business for the first six months of 
1921 is $1,392,880 and for the same pe- 
riod 1920 was $2,148,900. The increase 
in insurance in foree for the 1921 period 
is $698,680 and for that in 1920 was $1,- 
677,000. 


Connecticut General, Hartford. — Its 
new paid for business for the first six 


this year totals $59,324,838 and 
for last year totals $77,315 9%. Increase 
in insurance in force this last half year 
is $23,971,092 and for the like period 1920 
was $59,488,378. 


months 









Continental Life, Kansas City, Mo— 
New paid for business the first six 
months was $2,636,175, increase $780,691. 
Its new business for the first six months 
last year was $2,976,362, 


Western Life, Des Moines, Ia.—For the 
first half year it shows new paid for 
business as $1,968,202 and increase in 





insurance in force as $750,000. The 1!° 
figures for the first half year show new 
paid for business as $2,694,272 and 
crease in insurance in force as $1,320. 


Mutual Trust Life, Chicago.—lIt 
ports new business paid for during 
first six months 1921 as $6,715,780, 


figures for the same period last y 
being $10,335,249. Increase in insura 
in force for this last six.months is 
285,717, and for 1920, covering the s 
period $8,058,885, 


Great Republic Life, Los Angeles, (al. 


—Its new business the first six months 
of the year amounted to $3,207,126 as 
compared with $4,066,040 during 
similar period last year. Its new busi- 
ness for the first six months of 1919 s 
$1,906,260. New business in June was 
$690,226. The amount of its policy loans 
for the first six months of this ) 


were $50,730. 








Columbus Mutual Convention 


The Columbus Mutual Life has an- 
nounced its program for its agency 
meeting at Buckeye Lake, Aug. 11-13. 
The first day’s meeting will be at- the 


Elks’ Club in Columbus and’ Treas- 
vrer S. A. Hoskins will give the 
welcome address. Superintendent of 


Insurance B. W. Gearhart of Ohio will 
give an address, as will Medical Direc- 
tor W. B. Carpenter. The business ses- 
sions will be resumed at Buckeye Lake 
with talks by various general agents and 
W. W. Smith, president, and W. D. 
Berryman, 





Endowment Company of Philadelp! 


President George A. Boissard of the 
National Guardian Life of Madison 


Wis., will be the main speaker at 
banquet. 


Anderson's Selling Points Classified.— 
This publication contains arguments 
combating practically any objection 4 
life insurance prospect brings up when 
solicited. A few minutes’ reference Ww 
supply an agent with information 
handling almost any case. Single copy 
$1.00; 5, $3.75; 12, $8.40; 25, $16.25: 5 
$30.00; 100, $55.00. The National Under- 
writer, 1362 Insurance Exchange, Ch- 


secretary of the Perfected cago, Iil. 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 








Insurance in Force, $13,500,000 





H. H. STEELE, F. L. CONKLIN, 
President Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


918 
CHICAGO, ILL. 


76 West Monroe Street 
Telephone 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 








—— J. HAIGHT 
Conte 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 











Deets C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








T J. MeCOMB 

e COUNSELOR 

CONSULTING ACTUARY 
a 














CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Tina Actuary 
402-404 Kraft 


Pen Senate Acrusse 
Consui 
Tel. Waleat 3761 ©=DES MO! 1OWA 








OHN E. HIGDON } Acteaties & Examiners 
OHN C. HIGDON { Roce*eee Nes 

















|GENERAL AGENTS SAY 
COLLECTIONS ARE SLOW 


Called Upon Frequently to Ad- 
vance Premiums for Delinquent 
Policyholders 


MONEY IS HARD TO GET 


Assured Are Inclined to Impose on 
Life Offices—Demands Are There- 
fore Quite Heavy 


Life insurance general agents say 
that in almost all sections it is becoming 
more difficult to make _ collections. 
Money is tight. Many assured who 
took large policies during the last two 
or three years now find it cramps them 
to meet the premium. If they have any 
equity in the policies they are borrow- 
ing a sufficient amount to meet the obli- 
gation. Many assured who have been 
paying their premiums on an annual 
basis have had the time changed to 
semi-annual or quarterly. A number of 
general agents have paid the premiums 
of policyholders that they considered 
good, trusting to the honesty of their 
clients to pay them in a short time. 


Ties Up Large Sum 


A general agent in commenting on 
the subject the other day said that it 
would be surprising to know how much 
money the general agents have tied up 
through advancing premiums for policy- 
holders that are momentarily pinched 
but who are considered absolutely re- 
liable. 

Speaking further, he said: “Almost 
every general agent will tell you that 
some of his policyholders think that 
the premium can be advanced without 
much inconvenience. Naturally when a 
number of policyholders have the same 
opinion, it means that the general agent 
is obliged to have considerable capital 
invested in his business for which he 
gets no return. For instance, I have 
calls here every week by people who 
cannot meet their premiums. They ask 
me to make the payment for them and 
they will see me in a few days. Once 
in a while I get stuck. For instance, I 
have two or three accounts on my books 
that are over two years old. We do 
not take notes for these obligations. 
They are considered temporary and we 
pay them as a matter of friendship. 


Will Favor Honest Assured 


“An assured does not seem to appre- 
ciate the fact that in requesting the gen- 
eral agent to pay the premium for him 
he simply constitutes one out of a num- 
ber who are making a similar request. 
Every general agent is perfectly willing 
to do a favor for his insured. For in- 
stance, I have frequently paid the pre- 
miums for policyholders of mine who 
have gone abroad and neglected to pro- 
vide for the obligation. I realized that 
it was a pure oversight. In such cases 
the general agent does not hesitate to 
protect his assured. However, when a 
financial stringency comes and many re- 
quests are made that the general agent 
pay the premium and the statement 
made the amount will be forthcoming 
in a few days, he is liable to be imposed 
on. Collections in every direction are 
not satisfactory at all these days. It 
behooves the general agent to watch his 
corners very closely.” 


Systematic Salesmanship Outfit.—Com- 
bination street and office system. Con- 
tains one leather pocket prospect card 
case; one set monthly, daily, alpha- 
betical and blank card index guides and 
one oak card index file for 500 cards. 
Increase your income by systematizing 
your wor Price for outfit complete, 
$5.00. The National Underwriter, 1362 
Insurance Exchange, Chicago, IIl. 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells enly nonpartici wy insurance. It is bed rock life 
insurance with no frills or fancy adernments. It is the stuff 
that appeals to the people whe want . pessible dollar 
ef protection they can buy fer every dellar depesited as 
premium. 


Our 1920 program is a gregneene one that centemplates 
a vigorere and systematic campaign fer business. 


We have the pelicies and the agency centractr. 
We have the heme effice equipment and territery. i 


We now need the men to carry the Indiana National ban- 
ner into new strenghelds backed solidly by the whele 
organization. 


Last year was a banner year in Wife insurante. This year 
will be a still better ene. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts thai will interest you | 




















WANTED 
WE WANT A MANAGER 











in every important center i» Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal com- | 
mission contracts to agents and salable policies 
to the public. The proposition we offer is un- 
Correspondence confidential. 


> 


usual. 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 
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‘THE FARSEEING AGENT KNOWS 


The demon- 

that his strated values 

abilities linked offered your 
prospect 

up with the WILL GAIN His 
policies of INSURANCE COMPA CONFIDENCE. 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 
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Business is Good with the Bankers Lite 


New business for the first six months of 
1921 shows a total of 


$'70,000,000 


as compared with 


$56,000,000 


for the first six months of 1920 


BANKERS LIFE COMPANY 


Des Moines 
Geo. Kuhns, President 








‘* The Company of Co-operation”’ 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «-1 ss. IOWA 





TERRITORY—IOWA SOUTH DAKOTA 








Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 











HE MIDLAND MUTUAL LIFE INSURANCE 
Company of Columbus, Ohio, an established, con- 
servative, high-grade and progressive Middle 
Western Company, has been admitted to Pennsylvania 
and will thoroughly organize it at once. 
General Agencies will be established at places were 
territories can be arranged. 
Men of character may apply to their advantage and 
those with local acquaintance will be preferred. 
Address Home Office. 














SUMMER SOLICITING IS 
FOUND PROFITABLE 


Some Companies Find More Men 
on the Job Than 
Usual 


WANT TO KEEP RECORD 


Field Is Freer from Competition Dur- 
ing the Heated Months—Many 
Excellent Prospects Left 


PHILADELPHIA, PA., Aug. 2.—A 
canvass of the home offices of life com- 
panies here shows that more agents are 
on the job this summer than previously, 
because they want to come as near 
holding up last year’s production as 
possible. When life insurance was so 
easy to write many agents were making 
more money than usual and hence went 
on extended vacations during*™the sum- 
mer period. They felt that they were 
making far more than usual anyhow and 
they did not have to work during the 
summer season. Agency managers say 
that with the falling off of business this 
year, it is necessary for the men to be 
on the job to come anyway near main- 
taining their old records. 


Summer Opportunities 


One agency superintendent said that 
he has found from experience that those 
agents that work through the summer 
time are able to write more business 
proportionately than other periods be- 
cause competition is less. Many agents 
take from three weeks to two months 
off during the summer believing that it 
is useless to solicit business and this 
leaves the field rather free. July and 
August are always counted hard 
months for general agents to keep up 
their quota. It takes extraordinary ef- 
fort to swing an agency during the 
heated period. It is difficult for the 
agent to keep up steam and to maintain 
the right mental attitude. The weather 
is hot, energy oozes out and enthusiasm 
wanes. 


Easier to Get Interview 


There are numerous people that can 
be found during the summer who re- 
main on the job to look after affairs 
and yet big questions are not engross- 
ing their attention. Some agents say 
that it is easier to get an interview in 
the summer because of this fact. A 
general agent here said the other day 
that he advised his men during the 
summer time to decide on the number 
of hours per day they were determined 
to work and then go to it. For instance, 
he suggested that they take four hours 
for example. This will give them plenty 
of time for recreation. Some salesmen 
take week ends off and count that as a 
vacation. 

Getting Up a Summer List 


This general agent said that summer 
work can be made a great success if 
it is systematically planned and the 
agents work along definite lines. A 
prospect list should be compiled that 
can be called a summer list containing 
those on the job who are able to buy 
insurance. 

One of the summer features that is 
attractive is the fact that most salaried 
men do not get over two or three weeks’ 
vacation. They are on the job, there- 
fore, during the greater part of the 
season. Today it is acknowledged that 
the salaried people constitute as a class 
about the best prospects that an agent 
has. Some of the companies find that 
the agents who specialize on summer 
business or at least concentrate their 
attention more sharply on their work 
during the summer are able to stimu- 








W ; B. Dies Gate 
That the Outlook for 
Business Is Brighter 


B. DAVIS of Kansas City, Mo., 
e manager of the southwestern de- 
partment of the Illinois Life, gives it 
as his opinion that business conditions 
are improving and the situation is con- 
siderably eased. Mr. Davis said that 
the federal reserve banks are more elas- 
tic and will now take the better class 
of automobile paper. There is a better 
feeling found in the agricultural dis- 
tricts. Mr. Davis has made a trip to 
Kansas and feels encouraged over the 
outlook. He said that the prospects for 
crops are excellent. This is by no means 
a bumper year, but it should be a year 
that should give the farmers a fair deal, 
if no untimely contingency arises from 
now on. In some sections the grain has 
been hurt by early drouth. 

Mr. Davis said that the agents that 
are taking notes find that they have to 
scrutinize the paper very carefully be- 
cause a number of farmers have gotten 
beyond their depth in purchasing farms . 
or other property. Many farmers have 
been wild in their investments and have 
taken on much more than they can 
assimilate. Mr. Davis said that one of 
the essential qualities of a life man today 
was to be able to size up his man cor- 
rectly from a financial standpoint. If 
the man is able to meet his obligations 
and is insurable, he is a good prospect. 


late their production materially. These 
agents are able to do business in the 
most heated season. However, they 
keep their minds fresh and vigorous. 
They do not talk weather but have an 
optimistic, cheerful demeanor that is in- 
fectious. 


Keep in Good Physical Trim 


Many men who spend the greater 
part of their summer at work devote 
sufficient time to recreation and outing 
They keep in good physical trim and 
are really in better health during the 
summer than in other times. This is 
another argument why life insurance 
should be taken during the summer 
Then another factor presents itself in 
the way of a vacation period. It is sat- 
isfactory to leave on a vacation when 
one realizes that he has bolstered up 
his estate and has protected himself 
more adequately. Some agents have 
worked up good leads running into the 
early summer. If they are allowed to 
grow cold the salesmen will find that 
by autumn the minds of the prospects 
have probably changed and the selling 
process will have to be done all over 
again. The opinion prevails here that 
there is more summer soliciting being 
done than ever before and the compan- 
ies are right glad of it. 


Different Story to Tell 


One company official had a different 
story to tell regarding soliciting in the 
summer season. He said that during 
the summers of 1919 and 1920, for ex- 
ample, business was especially easy to 
get. This was particularly true in 
1920. The men were most successful 
in rounding up applications. Therefore. 
they staid on the job because they did 
not want to break the successful chain. 
They were mentally alert to continue 
the course that had proved profitable. 
Therefore, they staid at home and con- 
tinued to write applications. Business 
came easy and while it was there they 
determined to get it. This summer he 
said, the mental attitude of the sales- 
men had changed. They conclude that 
business is difficult to procure. They 
argue to themselves that they might as 
well be away as they can do nothing tt 
they stay at home. He says so far as 
his force is concerned he finds less are 
working than formerly. 


To err is human; to forget is ever 


more so. 


Details are small in size, but big i” 
importance. 
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TEXAS BUSINESS UP 
TO STANDARD OF 1919 








Now Running From 66 to 70 Per- 
cent of What It Was at 
This Time Last Year 


DEPENDS ON THE FARMER 


Good Returns Now Being Received 
From This Year’s Crops Already 
Causing Improvement 


DALLAS, TEX., Aug. 3.—While the 
life insurance companies are not writing 
as much business right now as they 
were this time a year ago, the business 
in Texas is about normal when com- 
pared to the amount of business writ- 
ten in 1918 and 1919, according to state- 
ments from agency directors of the 
Southland Life and the Southwestern 
Life of Dallas and a half dozen state 
agents for outside companies. The busi- 
ness in Texas right now is running from 
66 to 70 percent of what it was at this 
time last year, the insurance men say. 

But even if the companies are writing 
a third less business now than a year 
ago, they claim the situation is anything 
but depressing in Texas and declare the 
outlook is exceedingly bright. The Dal- 
las companies claim the business of 1920 
should not be taken as a basis for com- 
parison of business this year, because 
in 1920 everyone had plenty of money 
and consequently the life underwriters 
did the biggest business in their history. 
They believe that writing 66 to 70 per- 
cent as much new business this year as 
they wrote a year ago, and about as 
much new business as they were writing 
in the normal years of 1918 and 1919, is 
a fair indication that things are not “shot 
to pieces” in Texas. 


Borrowed Heavily on Cotton 


The life underwriters claim failure of 
the farmers to liquidate on their cotton 
last year is the main reason for the slack 
period in the insurance game in Texas 
right now. They say the farmers were 
borrowing a considerable amount of 
money on high-priced cotton last year, 
the banks were loaned to the limit and 
when the bottom fell out of cotton 
prices the farmers were without funds 


DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 
men who can establish their 
capacity rg 4 for a reasonable 
volume of New Insurance 
regularly 





Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Addresse Albert E. Awde, Supt. of Agencies 











A Penn M I Premi less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
eum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 
of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Valves Increased to Full 3% Reserve. 














and the life insurance business, along 
with other lines, suffered a slump. 

Dallas companies have found that the 
new business in the cities has been hold- 
ing up fairly well. They claim they 
are not writing life insurance policies 
for laborers as they did a year ago, be- 
cause the wages have been reduced con- 
siderably and the laborers are not in a 
position to buy insurance as they were 
a year ago. The companies are finding 
that in some cases laboring men who 
were making $10 and $15 per day last 
year and are making $6 per day now 
are having a hard time to find funds for 
renewals. 


Most From Rural Communities 


In Texas, the life companies and the 
state agents declare the business comes 
from the rural communities—that is, the 
real big business, business that is con- 
tinual and always increasing—and when 
crop conditions are bad the business is 
hampered. 

Discussing the outlook the Dallas 
companies said they have already begun 
to feel the benefits of the marketing of 
the new grain crop. This crop will mean 
about $45,000,000 more money in the 
hands of Texas farmers within the next 
60 days. The insurance men have al- 
ready seen an increase in business in 
this section of the country. The farm- 
ers are buying insurance with grain 
money. 

Millions From “Truck” Crops 


Also it was said that farmers in East 
Texas, where fruit, tomatoes, potatoes 
and melons are grown, are receiving 
millions from those crops. In _ these 
sections the insurance men have found 
business is picking up in the past few 
days. The Dallas companies and state 
agents declare business in Southwest 
Texas has been better during the past 
few weeks. This, they said, is due to 
the fact that farmers there are selling 
vegetables. In a few weeks the cotton 
from that section will begin to move 
from that section will be moving 
surance there will be far easier than it 
is now. 

A canvass of directors who are han- 
dling some 3,000 agents in Texas and 
parts of Oklahoma developed that the 
tone of the insurance market is as firm 
as ever and that indications are a de- 
cided improvement in sales may be ex- 
pected between now and the first of 
the year. To quote Dallas companies, 
the entire business depends largely upon 
the condition of the farmers. They will 
soon have plenty of money and then 
sales will be increasing. 

Dallas agents were unable to indicate 
which industries are offering the best 
field for writing business right now. 
They are selling farmers to a consider- 
able extent and they are also selling a 
considerable amount of business in the 


oil fields. 


Warrant for Homer E. Smith 

The Gary National Life of Gary, Ind., 
has secured a warrant for the arrest of 
Homer E. Smith. In the petition it al- 
leges that he collected money in La- 
Porte, Ind., fraudulently. The Gary 
National states that he secured funds 
in New Buffalo and Buchanon, Mich., 
and presumably is operating in south- 
ern Michigan now. The Gary National 
Life asks life men to notify it by wire 
if they hear anything about him. He is 
56 years of age, about 5 feet, 6 inches 
tall and weighs about 190 pounds. His 
hair is a trifle gray. 


Fraternal Aid Union Meets 

Meeting after a lapse of four years, 
the Supreme Lodge of the Fraternal 
Aid Union of Lawrence, Kan., recently 
held its regular session at Detroit, Mich. 
All the old officers were unanimously 
elected for the coming four-year term. 
The company’s limit on a single life 
was raised to $10,000 below age 45 and 
$5,000 above that age, doubling the 
former limit. The assets of the 
Fraternal Aid Union will be around the 
four million mark at the close of the 
present year at the rate of growth it is 
now maintaining. 
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The Goods --- Salesmanship 


The Same Salesmanship will sell more if the thing sold is what 
the potential buyers want. 


_ The Life Insurance company that appreciates present condi- 
tions will make its policies attractive. 


The Farmers National Life Insurance Company has a Com- 
plete line of up-to-date policies that includes policies that can be 
written on any age from one day to sixty years; Policies that con- 
tain the Accidental Death Benefit without exceptions and the 
Monthly Income Total Disability Benefit; Monthly Income and 
Yearly Income Policies; Policies maturing as endowments at age 
60 and at age 65; Child’s Educational Endowment Policy; and 
“the two greatest ever” — the “Guaranteed Options” Policy and 
the “Complete Protection” Policy. 


_I can offer you as good territory as there is in Ohio, Indiana, 
Illinois, Missouri or Iowa. Write me—right now. 


John M. Stahl, President 


FARMERS NATIONAL LIFE 
INS. CO. 


Farmers National Life Building 
3401 Michigan Ave. CHICAGO, ILL. 

















Indianapolis Life Insurance Company 


Managerships open in 
SOUTHERN INDIANA, SOUTHERN ILLINOIS and MICHIGAN 
Write to 
Home Office, Indianapolis, Ind. 
Operates in Indiana, Illinois, Michigan and Texas 
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©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE, 


LATEST POLICIES AND AGENCY CONTRACT Bai 87 (ne; 
Openings OHIO, IND, KY. MICH. aod W.VA. Write Colambas 








1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








One Guscess 15 OUR We have a contract for you under which your 
ERVICE income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, fiditdin 








Cash Capital, $200,000.00 V. D. CLIFF, President 
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Chicago’s Finest Hotel ‘“"[7T 
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bh Hotel La Salle has won this & 
“ns title with an experienced and fs 
c critical public because of its py 
f happy blend of old and f 
new ideals. cs 

Hotel La Salle 

answers every modern demand fy 

in equipment, cuisine and ser- [a 

vice with nothing lost of old 

fashioned hospitality and home-__ [fa 

















RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 











CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. icy 
Our references cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 











“Velvet!” 





C. W. Brandon 


pete’ May, agents of The Columbus Mutual Life 
received checks ranging from $100 to $2500 each, rep- 
resenting special compensation for overwriting on agents 
they appointed during the recent agency year and previously. 
The Columbus Mutual overwriting compensation plan gives 
to agents money that otherwise would go to middle men, 
general agents, etc., and to “organization” expense. 


If you are thinking of a change in connections, write 
your name and address on the margin of this advertisement 
and forward to C. W. Brandon, president of the company, 
at the home office, Columbus, Ohio. Innovations of this 
company are saving millions of dollars for policyholders and 
agents. The company would be glad to have you and 
your policyholders share in these millions. 























HARDING HAS MEETING 


N. W. MUTUAL LOCAL RALLY 





Salesmen in the District Agency at 
Kewanee, Ill., Favored with a Most 
Successful Program 





George W. Harding, district agent of 
the Northwestern Mutual Life at Kewa- 
nee, Ill., held a highly successful meet- 
ing of his agency at Midland Country 
Club. Mr. Harding, who has been with 
the Northwestern the past ten years, 
has made a specialty of banker agents 
and 15 of his agents, all bankers, were 
present at this meeting. 

Mr. Harding was chairman on that 
day of the Kewanee Rotary Ciub lunch- 
eon and had his agents in attendance 
as his guests to hear Tom C. Igo of 
Chicago, business manager of the “Gol- 
den Rule Magazine,” who helped put 
over one of the finest programs the 
club has ever listened to. Mr. Igo’s sub- 
ject was “The Magic Ladder of Suc- 
cess.” 

R. OU. Becker, general agent of the 
company at Peoria, Ill., presided at the 
afternoon meeting, where Mr. Igo also 
spoke on “The Agent Who Wins.” L. 
A. Taylor, a banker at Woodhull, IIl., 
who has already written over $100,000 
of business on the farmers of his com- 
munity, told the agents “How I Write 
the Farmers.” 

At the banquet in the evening, Mr. 
Harding acted as toastmaster and his 
men with great enthusiasm pledged him 
$1,500,000 paid for business by Dec. 31. 

Mr. Harding’s agency has for the past 
two years written over $1,000,000 each 
year in his two counties and this repre- 
sents practically all personal work as 
he writes the business jointly with his 
agents. 

W. E. Gould, cashier of the Savings 
Bank of Commerce, gave a splendid ad- 
dress on “A Banker’s Idea of Life In- 
surance,” in which he stated that he re- 
garded it as one of the services a good 
banker owed his customers to see to it 
that they carried adequate protection. 

General Agent R. O. Becker in the 
principal address of the evening ex- 
pressed with enthusiasm his appreciation 
of the great record of the Harding 
agency and his pride in the personnel of 
the organization. He urged each banker 
agent to adopt a regular life insurance 
program and devote a part of his time 
each day to soliciting life insurance in 
order to give his particular community 
the life insurance protection to which it 
is entitled. 


Full Data on Prospect 
Called First Essential 


*F. W. Aufderheide, who has repre- 
sented the Mutual Benefit Life in St. 
Louis for 17 years, and who is rolling 
up a business this year comparing favor- 
ably with his record breaking production 
last year, says that life insurance is to be 
written at this time if the salesmen will 
equip themselves with carefully com- 
piled data on their prospects. Mr. Auf- 
derheide always approaches his clients 
with the idea of creating an estate for 
them and necessarily this presupposes 
that he knows the man’s earnings, his 
obligations, his inclinations and the 
characteristics of his family life. 

Mr. Aufderheide takes his work se- 
riously and he is known for his services 
and advice to his clients in regard to 
what kind of insurance to buy, whether 
it is advisable to make a light or heavy 
loan on insurance in force and all mat- 
ters pertaining to life insurance. He 
never bluntly advises a man to carry 
$5,000 or $10,000 more unless he knows 
that it fits into the protection scheme 
for that particular individual. The in- 
come insurance is lauded by this sales- 
man as highest type of home protection. 


Silent contempt is the noblest way a 
man can express himself—when the other 
fellow is bigger. 





“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 


Nat hvnalye 
neurance pany, 


Home Office, Madison, Wis. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


— —— - 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 














Rates Reduced 


Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 

Best of contracts toagents. 

Twogeneral Agencies open 
in Iowa. 

Write for information. 





LOUIS H. KOCH, President 


National American 


Life Insurance Co. 
Burlington, lowa 
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MODERN BUSINESS GETTING METHODS 








The Methods Used By One Producer 
In Making a Successful Approach 
And the Arguments Used in Closing 


By C. W. SOESBE 


Northwestern Mutual Life, lowa 


without talking about himself. 
Please pardon the personal 
ment. 

The first step is the selection of pros- 
pects. -My idea of a good life insurance 
prospect is a man who has embarked 
upon a real career, who has undertaken 
a big enough proposition to require his 
best endeavor, all his thought and all 
his greatest effort. For such a person 
life is a great adventure. The outcome 
is by no means certain or it would not 
tax his abilities to the uttermost. This 
class comprises all who really live. Life 
for them is full and rich. I apply this 
test. All who have not embarked upon 
a real venture in life are poor life in- 
surance prospects. I pass them. They 
are no good. But let me meet the man 
who is somewhere along the way on a 
real venture out into life. 


O° E cannot talk about his methods 


ele- 


Meet on Common Ground 


How may I meet him? How may |! 
interest him in me, not in my insurance 
business, for that always follows, but 
does not lead. How may I interest this 
man who has a great purpose in life, 
this man who has grown big and strong 
in surmounting the obstacles in his ca- 
reer, how shall I interest him in me? 
Only by meeting him on common 
ground. I, too, must be striving for a 
goal, the attainment of which requires 
my all. If I am not carving out a real 
career for myself, if I am not striving 
with all my might, if I am loitering, if 
I am uncertain of my purpose in life, 
if | am lazy or cowardly or mediocre, I 
cannot interest him. He will not listen 
to me. In order to interest a real life 
insurance prospect I, too, must be em- 
barked upon a real career, upon a real 
venture. I must be somewhere along 
the way in a great adventure out into 
life. I shall then have no difficulty in 
interesting him. We shall be greatly in- 
terested in each other. It will be a mu- 
tual affair. I can learn of him and he 
of me. Our experiences will be inter- 
esting and helpful to each other. And 
I'shall have no difficulty in- finding an 
opportunity to show him how essential 
liie insurance is to the ultimate out- 
come of his life’s work. 


Tactful 


How shall I present to my interesting 
acquaintance, who has found in me one 
who can give him some valuable sug- 
gestions, the subject of life insurance? 
Of course I know, and every intelligent 
prospect knows, that protection at time 
of death is the main proposition of life 
insurance. But no person likes to con- 
sider death. There are no rules in pre- 
senting life insurance. Life insurance 
work is not a science, but an art. While 
sometimes one can, so to speak, bring 
his prospect up short face to face with 
the main proposition so that he cannot 
turn it down without repudiating wife, 
children, business and nearly every 
other responsibility in life, yet most 
Prospects are too adroit themselves to 
allow us such an opportunity. I believe 
that in most instances we shall be 
much more effective if we do not talk 
much about death. No healthy man be- 
lieves that death will come to him, soon. 
We may refer to it. Truths regarding 
it must be assumed. But like honesty, 
integrity and love of wife, it is too per- 
sonal and sacred to be talked about 
boldly by anyone, much less by a cas- 
wal acquaintance. Instead, let us talk 
about that which engrosses our pros- 
Pect’s time and thought, his life work, 


Approach 
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his career. Let us try to inspire him to 
plan a still greater career. Let us show 
him how life insurance will enable him 
to do bigger things and make more cer- 
tain the fulfillment of all his ambitions. 
Men do not know much about this 
phase of life insurance and giadly hear 
it. 

In presenting life 
man who wants to know how life in- 
surance will help him in his earthly 
career, I shall explain my two favorite 
arguments,—life insurance as a factor in 
credit, and life insurance as a basis of 
one’s confidence in himself. 


insurance to the 





Factor in Credit 

It is sometimes thought that the pos- 
session of wealth is the basis of credit. 
There can be no doubt that the posses- 
sion of wealth has a certain bearing on 
credit. But at no time more than the 
present has it been so generally known 
that something else is a prerequisite in 
most every credit market. Even Henry 
Ford made some discoveries along this 
line last spring. Mr. J. P. Morgan at 
one time single handed met all attacks 
the so-called “money 
trust,” by his plain statement of the 
fact that could not be disproved, that 
character, not wealth, was the basis of 
credit. Character is the basis of credit 
and that is why a man can better af- 
ford to lose everything else than his 
credit. Now let us see what life insur- 
ance has to do with credit. It is true 
that life insurance makes sure an estate 
with which one’s debts may be paid. I 
do not belittle the value of this result, 
but it is not the most important feature. 

Confidence in Success 

The all important effect on credit is 
that the possession of a _ reasonable 
amount, which is synonymous with an 
adequate amount of life insurance, indi- 
cates that one has the traits of char- 
acter essential to good credit standing. 
What are they? Spendthrifts care noth- 
ing of life insurance. Only those who 
would deny themselves in the present 
in order to build a future estate can be 
interested in life insurance. One must 
be able to look beyond the present to 
see the needs and benefit of life insur- 
ance. The short-sighted man does not 
need it. The gambler, one who is will- 
ing to take unnecessary chances, even 
on that which is in the nature of a 
trust, seldom takes life insurance. And 
only those who take obligations seri- 
ously care for life insurance. Obliga- 
tions vary. There are obligations to 
family, business associates, to creditors. 
If one is faithless in his obligations to 
his family, would you expect him to be 
faithful to his creditors? If he is true 
in one case very likely he will be true 
in the other. The fact that he has an 
adequate amount of life insurance pre- 
supposes and is the best evidence, not 
only that he has voluntarily guaranteed 
the discharge of any and all obligations, 
but that he has a decided tendency to 
thrift, far-sightedness, and certainty. 

Insurance a Marker 

These are the traits of character on 
which credit is based. The lack of ade- 
quate life insurance indicates shiftless- 
ness, short-sightedness, a gambling in- 
stinct, to say nothing of the “don’t 
care” attitude toward his obligations. 
Every complete credit statement today 
requires a showing of the life insurance. 
No man can afford to try to establish 
himself in the business world today 
without adequate life insurance. 

A man is never greater than he con- 
ceives himself to be. He may not be as 





[Some Practices That Have Proved 


Successful Under Existing Abnormal 


Conditions In a Leading Texas Town 
By SAM R. WEEMS 


Minnesota Mutual Life, 


NDER conditions, as 
| have existed throughout the 

world for the last two years, one 
commodity, and one only, has stood 
out prominently in the public eye as 
having had no price decline or price 
advances, no depreciation and has dur- 
ing all this time fulfilled the function for 
which it was created. That commodity 
is life insurance. 

Under abnormal conditions of expan- 
sion of business and easy money, it 
was comparatively easy to get a 
for anything with any degree of merit. 
Life insurance 
tinuous profit. With the change in gen- 
eral conditions a great many salesmen 


subnormal 


succumbed to the general sentiment of | ; , 
| and which is sold very largely on note 


pessimism and thereby threw 


wonderful opportunity. 


away a 


Necessity in Hard Times 


While it is true that life insurance is 
a very desirable thing to have under any 
condition, and while it is true that it 
is easier to sell life insurance when 
money is plentiful and when men are 
naturally inclined to spend their money 
freely, yet the need for life insurance 
under the conditions which have ex- 
isted for the last twelve, months has 
been much more acute. This very 
necessity on the part of most people 
for the protection that is afforded only 
through life insurance, has been the 
basis on which our organization has 
held up a phenomenal production when 
it is considered that our efforts have 
been confined almost exclusively to one 
city of less than 20,000 people. 

Worked With New Company 


With the handicap that comes from 
the bringing into this state a company 
which had not done any business in 
Texas for approximately 15 years, and 
which to the great mass of Texas peo- 
ple was entirely unknown, it is easy to 
realize that it was with more or less 
misgiving that we promised the com- 
pany a million dollars of business for a 
12 months period out of this city. 

The Weems Agency is built up from 
a group of men whose only experience 
in writing life insurance has been from 
this office. They were selected man by 
man from various other institutions 
where the man himself had appealed to 
the manager of this agency. He was 
offered an opportunity to get into an 
organization in which his efforts would 
be fully and duly rewarded. 


A state of thorough cooperation and 
fairness has always pervaded the 
Weems organization; no secrets are 


kept one from the other because every 
man is working on identically the same 
contract basis, regardless of volume of 
business produced. 

A daily report of sales shows from 
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sale | 


salesmen reaped a con- | 
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Texas 


day to day just what each man is doing 
and this report is open to inspection 
by every other man in the office. 

In addition to this, a weekly 
organization meeting is held, lasting 
two to three hours on Friday after- 
noons, at which all questions affecting 
the agency and agents in general are 
thoroughly taken up and discussed, as 


sales 


are also the various new policy forms, 
adaptation of sales talks, closing argu- 
ments, ete. are very thoroughly 


thrashed out. 
Financing New Business 


The question of financing a volume 
of business which runs into $300,000 or 
$400,000 paid-for business per month 
settlement, is one, of course, that re- 
quires serious thought and_ serious 
study. Fortunately for us, we have been 
able to finance our business without re- 
course to banking help. 

A sales manager, or a sales leader, 
should necessarily be able to produce 
more business than any other man in 
the organization and is very frequently 
called upon to show that he can do so, 
because if the sales manager makes a 
statement to the salesmen that a certain 
thing can be done, and they do not feel 
that it can be done, he has to be able to 
back up his statement by going out and 
doing that thing himself. 

The Minnesota Mutual had its license 
issued May 20, 1920. During the re- 
mainder of that month we produced 
$274,000 in applications, practically all 
of which were issued, the only excep- 
tion being those which the company 
could not accept. 


Work On Quota Basix 


The agency expects a quota for each 
month for the agency and a quota each 
month for each man and stays in be- 
hind not only the agency but the agent 
day by day to spur him on to reach his 
quota as early in the month as possible. 

It may be interesting to suggest that 
some new ideas must be developed in 
regard to making sales of insurance 
during periods like this. The Weems 
Agency has stressed very strongly the 
protection afforded in regard to insur- 
ance for the education of minor chil- 
dren, using the argument of creating 
trust funds of $5,000 or more. This 
money is to be used as a trust fund in 
the event of the death of the father of 
the family before the children reach 
maturity. 

Interest From Trust Fund 


The interest realized from such a 
trust fund should be sufficient to take 
care of the education and maintenance 
of a child or the children until they 
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great as he may imagine. But he is 
never any bigger. Shall he go down 
through life, carrying the consciousness 
that he could safeguard the welfare of 
his business but he would not, that he 
could make certain the support of his 
family but he would gamble on it? 

Shall he go through life with the knowl- 
edge that he may be failing in the great- 
est responsibilities in life Can he con- 
fidently expect that success will crown 
his efforts in life when he does not do 
an essential to eliminate the one great- 
est risk? Can he expect that added re- 
sponsibilities will come to him when he 
is not measuring up to the responsibili- 
ties now resting on him? It seems to 
me that I can see my prospect. making 





his choice, a life avoiding responsibili- 
ties, failing to measure up, a life grow- 
ing littler—you all know such people,— 
or a life of increasing responsibilities, 
growing and expanding into one-of the 
big responsible men of his community. 

Now let me remind you that we, can 
interest others in us and in life insut- 
ance only if we are living a big life and 
striving on a great venture in life. 

We cannot afford to waste our time 
on any who are not working out a real 
career. We shall be most successful if 
we try to inspire them to a larger ca- 
reer by showing them how life insur- 
ance will help them in some such way 
as building up their credit and giving 
them confidence in themselves. 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 
The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 














$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or illness. $6,000.00 
fordeath by ordinary accident,$12,000. 00 forTravelaccident 


AND IT ONLY COSTS $56.00 PER YEAR 
Our top salesman made $12.000.00 last year. Does it in- 
———_———— terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. KANSAS CITY, MISSOURI 











Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 








To The Man Who Is Willing—and WILL 
We 4. to NOW and otng'© mer ee 
& ceccpaieasy 


For a. ee Territory, Address 


H. M. HARGROVE President 
Beaumont, Texas 








Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 


with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 











for accidental death from any cause 


Rates per $1000.00, age thirty, includes Double Indemni 
ly income disability. 


and a premium waiver with $10.00 mon 
Ordinary Life. . 
20 Payment Life. . 
20 Year Endowment...... 44.82 Endowment Age 60 

71 Endowment Age 65 
Endowment Age 70 
District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 
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reach the age of 21. Then the principal 
of the trust fund is to be turned over 


Rey 


to the beneficiary, or in some cases the | 


principal of the trust fund is then turned 
over to the mother for her own per- 
sonal use. 

Many men cannot be 
additional insurance on 


interested in 
the ordinary 


basis of having it made payable to the | 


wife of the assured, 
be something about every man’s 
for his child which will force him to 
make an investment along the lines of 
providing for the education and main- 
tenance of the child. 

Common sense teaches us that 
educated boy or educated girl has an 
infinitely better chance to make a suc- 
cess of life than the uneducated boy or 
the uneducated girl. We all feel that 


but there seems to 
love | 


| 


the | 
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wife and minor children to take care oi 
that obligation if he was not here 
produce the weekly, monthly or annual 
income which has been supplying those 
wants? 


‘ 
10 


Terms of Payments 


It is true that we have had to extend 
some pretty liberal terms of payment to 
policyholders. That has always been 
the practice of this agency where we 
felt secure in doing so. Inasmuch as 
we do not even solicit business other 
than that which is well recommended 
to us, we have suffered practically no 
loss. In fact our loss ratio for th« 
last 12 months on policies issued and 
delivered has been considerably less 
than 1 percent. 

We have always been able to renew 
from 90 to 95 percent of the business 
written in this office, on account of the 
| close personal attention that has been 
given the policyholder by the agent 
who originally wrote the business. We 








Sam R. Weems of Dallas i is one of the big personal life insurance producers 


of the country and conducts an agency that is composed of producers. 
Weems represents the Minnesota Mutual Life as state agent in Texas. 
leading the agency forces of the country. 
business conditions in Texas are not buoyant. 


Mr. 
He is 
His record is remarkable because 
The state has been hard hit 


because of the low cotton prices and agricultural depression along other lines. 
Notwithstanding all this, Mr. Weems has kept at the front of the procession. 
Mr. Weems conducts a general insurance agency, writing fire, casualty and, in 


fact, all insurance lines. 
ance. 


He does a big business in other classes than life insur- 
His observations on life insurance production, therefore, are of interest. 





we would like to have our children edu- 
cated. This is particularly true where 
men who, without much education, have 
made a bare success of life. These men 
are more approachable on the subject, if 
possible, than the college bred man. 


Protection Against Indebtedness 


The matter of providing protection 
against indebtedness, which today is 
rather large in almost every individual 
case and is composed of mortgages on 
the homes and money borrowed from 
the banks, either for personal or busi- 
ness reasons, or money borrowed with 
which to carry investments in stocks 
in companies in which the insured is 
interested and in which cases protection 
can be afforded. 

The cultivation of old policyholders 
for additional business has given us a 
very large part of our business for the 
last year, and is ultimately a fruitful 
source of income to a responsible agent. 


Dealing With Competitors 


Our agents are thoroughly trained, 
not only in the knowledge of their own 
policy contracts for the purpose that 
they may not misrepresent in the least 
any part of the policy contract to a 
prospective purchaser, but are also 
given a pretty good line on the general 
policy of our competitors. In actual 
competition no reference is ever made 
to a competitor and very little reference 
made to competitive figures. 

It is our plan to dismiss the subject 
with the suggestion that there are too 
many good companies writing life in- 
surance for any of us to have a quarrel 
with the others. If the prospect is 
interested in buying life insurance, he 
is necessarily going to put himself in 
the hands of some insurance agent. The 
layman has only a very faint idea of life 
insurance policy contracts. If he feels 
justified in placing his confidence with 
us, we will certainly do our best to merit 
his confidence. 


Look After the Clients 


Our principle of operation is to con- 
sider the policyholders’ interest para- 
mount on the assumption that we are 
more a representative of our clients 
than we are of either ourselves or the 
company. No business worth while can 
be built up on any other basis. The 
statement is often made by a prospect 
that he is carrying all the load that he 
can carry and that with the high cost 
of living and the cut in salaries, he is 
unable to shoulder any more obligations. 
Our reply to this is that if he, while 
living and healthy, is unable to take 
care of the obligations of his family, 
how under heaven could he expect his 





do not depend on mail notices to bring 
the policyholder or his check to the 
office, but we see each policyholder per- 
sonally at renewal date and arrange 
whatever form of settlement most 
convenient to him and which is accept- 
able to the company. 


is 


Collection Men 


We keep three men whose duty is to 
do nothing but attend to the collection 
of first year premiums, renewal of busi- 

ness and collection of renewal. Each 
agent is required to do this on his own 
individual business. 

We do more or less newspaper adver- 
tising and do quite a little special letter 
work to selected lists and have had 
fairly good results from both. 

It is true, however, that in a town 
of this size a man can know personally 
a very large percentage of the popu- 
lation he desires to solicit. This ac- 
quaintance is formed through the many 
civic organizations which are all worth 
while in themselves and worthy of sup- 
port, and through the various other 
noonday luncheon clubs, city clubs, etc., 
where men gather for an hour or two at 
noon for lunch and recreation. 


Makes Definite Appointments 


The writer personally has done a 
very large percentage of his business 
on definite appointments, refusing in 
almost all cases to discuss the individ- 
ual needs of a life insurance prospect 
over a busy desk, or over a busy coun- 
ter. He prefers to have the prospect 
meet him either at the prospect’s office 
or the agent’s office or some other quiet 
place that is convenient and at some 
hour which is convenient to both. 

It is, of course, easily understood that 
the plan by which one man may make 
a success in the life insurance busi- 
ness would be of practically no value to 
another man, but there are certain basic 
principles by which we are all guided, 
and each man has to adopt these to his 
own individual system. 


Life Insurance Registers.—Nash's com- 
bined application register and account 
book is the most simple and yet most 
complete application register and ac- 
count book for the life insurance agent. 
Bound in cloth, conveniently indexed. 
Single copy, $1.25; ; 25, $28.00; 
50, $49.00; 100, National 
Underwriter, 1362 Insurance Exchange, 
Chicago, Il. 


HOTEL WISCONSIN 
Big Hotel of Milwaukee 
HEADQUARTERS for INSURANCE MEN 

















